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New York Dept. 
Releases Report on 
Activities in 1951 


Supt. Bohlinger Discusses Study of 
Fire Rate Making in State Out- 
side of New York City 


PUBLIC FIRE PROTECTION 


Fire and Marine Experience for 
Third Successive Year Favorable 
Except for Auto and Windstorm 


The New York Insurance Department 
this week issued the preliminary 1952 
report of Superintendent Alfred J. Boh- 
linger to the state legislature. In this 
report the Superintendent reviews ac- 
tivities of 1951 and comments on de- 
velopments which are being carried on 
through 1952. Sections of the report on 
casualty and life insurance are reviewed 
elsewhere. From the fire insurance 
standpoint some of the outstanding sec- 
tions of the report are as follows: 

Fire Insurance Rating Study 

“A study of fire insurance rate mak- 
ing in New York State, outside New 
York City, is under way. In addition 
to being of assistance to the fire insur- 
ance business in its consideration of the 
perplexing. problems of rate making, 
this analysis will be of help to the In- 
surance Dep: artment in determining the 
effect of changes in rate making proce- 
dures as they are presented by the 
industry. 

“Last year in my report I called at- 
tention to the distribution of a report 
entitled, ‘Fire Insurance Rate Making, 
Part I,’ by Harold C. Atkiss, associate 
research analyst of this department. 
This work provided basic data concern- 
ing the development of rates for risks 
located within New York City. Conclu- 
sions and recommendations to be con- 
sidered in improving the existing system 
of computing fire insurance rates were 
presented. 

“However, the operations performed 
by the staff of the New York Fire In- 
surance Rating Organization in arriving 
at rates for risks located outside New 
York City differ from those employed 
for rating risks located within New 
York City. The sets of charges applied 
for hazards found in retail or wholesale 
business risks, mz unufacturing risks and 
other types of risks in New York City 
differ from those applied to risks situ- 
ated outside New York City. Contents 
rates are also determined in a different 
manner. 

“Many of the differences in fire insur- 
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the sad story of the 
CAREFUL 


etaity 


You can be as careful as can 
be—yet lose a pretty penny 
in a burglary. Even 10 locks 
won't stop a clever thief. 


The protection all families 
should have is an L. & L. 
Residence and Outside Theft 
Policy. 
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AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 


alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 














SUN LIFE ASSURANCE COMPANY 
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Industry Committees 
To See N.Y. Dept. 
On Sec. 213 Change 


Represent Companies and Agents 
for Forthcoming Conferences 
Respecting Revision 


NOTE BASIC PRINCIPLES 


Personnel Includes Agency Men; 
Counsel Bleakley, Legislative 
Committee, to Attend 


Appointment of two new committees 
for the study of the New York State 
Section 213, 
was announced this week by 


Expense Limitation Law, 
George L. 
Harrison, chairman of New York Life, 
as president of Life Insurance Associa- 
tion of America, and Frazar B. Wilde, 
president, Connecticut General Life, as 
president of American Life Convention 
They are the Policy Committee and the 
Technical Committee. Each is composed 
of nine members, including representa- 
tives of the agents as well as of the 
companies. 

Both Superintendent of Insurance Al- 
fred J. 
counsel of the Joint New 


Bohlinger and Paul Bleakley, 
York State 
legislative committee (the Condon Com- 
mittee), are planning to work with the 
Policy Committee. The Policy Commit- 
tee has already had its first meeting 
which was on July 3 at Superintendent 
Bohlinger’s office. At that meeting in- 
surance company and Insurance Depart- 
ment officials reviewed certain basic 
principles as the beginning of a mutual 
effort to arrive at proposals for legisla- 
tion to serve the best interests of public, 
insurance agents and insurance com- 
panies. 

Personnel of Committees 


It is hoped that such proposals can 
be presented at the next session of the 
New York legislature. Further meetings 
of the Policy Committee are to be held 
soon. The Technical Committee meet- 
ings will naturally follow those of the 
Policy Committee as the former will 
seek to implement the broad policies 
laid down by the latter. It is expected 
that the actuaries of New York State 
Insurance Department will work with 
the Technical Committee. 

George L. Harrison will be chairman 
of the Policy Committee. Other mem- 
bers follow: 

William J. Cameron, president, Home Life 

Peter M. Fraser, president, Connecticut Mu- 

Harrison, chairman, New York 


A. Lincoln, chairman, Metropolitan 
Spencer L. McCarty, executive secretary, New 
York State Association of Life Underwriters, 
Albany, N. Y. 
James A McLain, president, Guardian Life. 


(Continued on Page 10) 
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Travelers Issued First Policies in 1864. 


Company Founded by James G. Batterson After He Bought Transportation Accident 
Insurance Ticket in British R. R. Station; Soon Began Writing Life Also; Beneficiary 
Payments Under Ordinary Life Contracts Reached $2.337 Billion by Dec. 31, 1951 


Glamour is associated with the very 
name of some companies in the insur- 
ance field as far as public acceptance is 
concerned, and a good example of this 
is the Travelers Insurance Co. of Hart- 
ford. From the days in which it issued 
its first policies in 1864 when the Civil 
War was in its fourth year, the company 
has attracted favorable attention of in- 
surers and prospects for insurance. 
Americans were early fascinated by the 
innovation in American insurance of the 
opportunity to own a contract covering 
accident or death as they bought trans- 
portation tickets at a railroad_ station, 
Despite all of this imagination, foresight 
and confidence in the American econ- 
omy, James G. Batterson, the founder 
and first president of the company, could 
not possibly have visualized that he had 
launched a business which would ex- 
pand until it would reach the status ot 
the Travelers multiple-line organization 
of today. 

In the decades since 1864 the Travel- 
ers Insurance Co. has succeeded in put- 
ting in force billions of life insurance 
coverage. At the end of 1951 it had 
993,557 policies in force for a total of 
$3.934 billion Ordinary insurance and 
3,341,010 Group certificates for a_ total 
coverage of $7.452 billion. During the 
first 12 months of the Travelers Insur- 
ance Co.'s operations only a few thou- 
sand dollars in claims were paid under 
its contracts. By December 31, 1951, its 
payments to beneficiaries under its life 
insurance contracts had reached $2.337 
billion. 

The business o 
such Proeennt ny 
present time the 


the company has had 
expansion that at the 

Travelers Insurance 
Co. has 75 branch offices, 16 agency 
branches and approximately 50 general 
agencies. It has 220 claim service loca- 
tions and more than 2,600 employes who 
devote their exclusive time to rendering 
claim service to policyholders. 

Three Affiliated Companies 

As the organization grew it started 
three affiliated companies—the Travelers 
Indemnity, the Travelers Fire and the 
Charter Oak Fire. The combined assets 
on December 31, 1951, of the four com- 
panies was $2.284 billion. Total written 
premiums of the companies for 1951 
were $543 million. The parent company, 
the Travelers Insurance Co., at end of 
1951 had $2.1 billion of assets and its 
1951 written premiums were $396,236,000. 

The number of employes in The 
Travelers organization, including the 
broadcasting company, was 13,744 on De- 
cember 31 last. The Travelers Indem- 
nity had $136,405,441 assets as the year 
1952 started. 
How J. G. Batterson Founded Travelers 

James G. Batterson started the Trav- 
elers Insurance Co. as the result of the 
purchase by him of a ticket insuring 
against accident while he was traveling 
from Leamington to Liverpool, England. 
It had been issued by the Railway Pas- 
sengers Assurance Co. of London, The 
idea struck him so favorably that he 
couldn’t get it out of his mind and upon 
his return to Hartford he discussed the 
idea of forming a company to write 
travel accident insurance in the United 
States. His friends and business ac- 
quaintances gave him little encourage- 
ment, but he continued his investiga- 


By CLARENCE AXMAN 


tions and 
a number of business associates applied 
to the Connecticut legislature for a 
charter for such a company which was 
granted on June 17, 1863, under the 
name of the Travelers Insurance Co. 
The charter permitted the company to 
insure persons against the accidental 





Founder of Company 








BATTERSON 


loss of life or personal injury sustained 
while traveling by railway, steamboat or 
other conveyances. One year later the 
charter was amended so the company 
could offer insurance against any kind 
of an accident. It started with a fully 
paid-in capital of $200,000 which was in- 
creased to $400,000 at the end of 1864 
and to $500,000 at the end of 1865. Capi- 
tal at present time is $40,000,000. 

The initial success of the Travelers 
was so marked, attracted to much atten- 
tion in the arena of insurance, that it 
resulted in the organization between 
1865 and 1869 of 70 other companies to 
write accident insurance. Somehow, 
they lacked the Batterson magical touch 
and by 1871 all of them had gone out 
of business. The Travelers, on the 
other hand, continued to prosper. Fol- 
lowing the debacle of the 70 original 
competitors of the Travelers an addi- 
tional number of companies entered the 
field, built up successful organizations, 
and many of them are now outstanding 
companies. 

The first policy issued by the company 
covered general accidents and was re- 
ceived by the insured on July 1, 1864, 
policyholder being President Batterson. 
In the following year the company en- 


in the spring of 1863 he andtered Canada. 


In that year the charter 
was amended to permit writing of life 
insurance, 

Organized Life Department in 1866 

The life insurance department was or- 
ganized in July, 1866, and again Mr. 
Batterson took out the first policy. It 
was for $10,000. Mr. Batterson decided 
to offer life insurance on a guaranteed 
cost basis which was different from the 
then common practice of participating 
life insurance. One reason he got the 
idea was that he thought life insurance 
agents were prone to exaggerate the 
amount of dividends applicants might 
expect to get in the future. His idea for 
the Travelers was: “The assured pays 
for what he gets.” Another radical de- 
parture was the introduction in 1866 of 
the issuance of combined life and acci- 
dent policies. They provided $5 weekly 
indemnity for accidental iniurv for each 
$1,000 of death benefit. In 1884 the com- 
pany began a new form of life insur- 
ance known as Coupon Annuity Endow- 
ment at 60. When the contract matured 
at that age, instead of receiving a lump 
sum settlement, the insured clipned a 
coupon from the policy each year for 20 
years—the coupons being redeemable in 
cash by the company. This was the 
forerunner of the retirement income 
forms of contract which came into gen- 
eral use later. 


Inaugurates Annual Installment Pay- 
ments to Beneficiaries 
In 1888, at the suggestion of John H. 


Nolan, general agent for the Travelers 
in Chicago, the company started to issue 
life insurance policies providing for an- 
nual instalment payments to the bene- 
ficiary instead of a lump sum payment 


at the time of the insured’s death. 
These instalment payment contracts 
provided the beneficiary with a_speci- 


fied annual income for a specified num- 
ber of years—10, 15, 20 or 25—after the 
death of the insured. That innovation 
was the first step taken by the company 
in the development of its present com- 
prehensive program of income settle- 
ment agreements for its life insurance 
contracts. 

In 1899 the Travelers entered the sick- 
ness insurance field with two contracts. 
One paid weekly indemnity in case of 
disability as a result of contracting any 
one of some 20 specific diseases. The 
other was a general sickness policy pro- 
viding weekly indemnity for temporary 
total disability caused by all diseases 
except tuberculosis, venereal disease, in- 
Sanity, diseases resulting from the use 
of intoxicating liquors or narcotics, and 
one or two other diseases. 

Starts Branch Offices and Training 

School 

In 1902 the company began the opera- 
tion of branch offices to be managed by 
salaried managers under the general 
supervision of the home office. After 
being given a trial those offices were 
established one by one in many of the 
principal cities of the United States and 
Canada. The branch offices which were 
opened did not mean that the company 
Was giving up the general agency sys- 
tem. 

The company opened its first training 
school (held in the home office) in 1903, 
objective being to train men for manag- 























































































ing its branch offices. It was the pioneer 
insurance school in America and has 
been maintained since. Educational ac- 
tivity was extended through the medium 
of correspondence training courses and 
conferences with groups of agents in the 
field, and in 1936 a home office school for 
agents was inaugurated to train new 





President of Company 











Fabian Bachrach 


JESSE W. RANDALL 


agents in life, accident and Group insur- 
ance. A similar home office for agents spe- 
cializing in casualty, fidelity, fire and ma- 
rine was started in 1939. A sales re- 
search and promotion division was or- 
ganized in 1950. 

In 1904 the company added a new fea- 
ture to its life insurance program which 
provided for the waiver of premium pay- 
ments in the event of total and perma- 
nent disability of the insured policy- 
holder. The Travelers was the second 
company in the United States and the 
first of the larger companies to incorpo- 
rate this valuable provision in the in 
surance of life insurance. 

In 1910 the company introduced a 
disability provision that not only waived 
premium payments, but provided for 
payment of the issuance in equal instal- 
ments to the insured in the event of per- 
manent total disability. These instalments 
were limited to 20 years, at the end of 
which time the proceeds of the policies 
were exhausted. The Travelers says that 
this was the first attempt in the United 
States to provide a disability income fea- 
ture in a life insurance contract 

Started Writing Group in 1913 

An innovation of first importi ince witl 
the company was its writing of Grouy 
life insurance, starting in 1913. The 
first cases it wrote were on employes o 
Ohio Electric, Railway Co., Victor Talk- 
ing Machine Co. and Mergenthale: 

(Continued on Page 11) 
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The Life, Accident and Group agency 
department of Travelers Insurance Co. 
has a large key personnel including nu- 
merous personalities who have been sub- 
stantial personal writers of insurance in 
the field. In addition to the vice presi- 
dent head of that department 
there are three superintendents of agen- 


who is 


assistant superintendents of 


Salary 


cies, five 


agencies, a superintendent of 


Allotment sales, four superintendents of 





PERRY T. 


CARTER 


Group sales and one supervisor of Group 
and 
eight assistant superintendents of train- 


sales promotion, a superintendent 
ing, sales research and promotion. 


As vice president of all Travelers 


Companies Esmond Ewing supervises 
the administration of the agency depart- 
and is 
production of all 


lines of business written by them. Perry 


ments of all those companies 


responsible for the 


T. Carter heads the Life, Accident and 
Group department of the Travelers In- 
surance Co. William N. Seery, superin- 


tendent of agencies, is supervisor of 


Group sales. H. Curtis Reed is superin- 


tendent of the training, sales research 
and production division of the Travelers 
Insurance Co. 
Esmond Ewing 
Esmond Ewing has had a long and 
insurance 


started in the W. D. 


Gale and Co. agency in Nashville where 


distinguished career in the 


business which 
Mr. Ewing was made associate manager 
time. Mr. 


one time mayor of 


























father was at 
Nashville. 


Esmond Ewing left the agency to be- 


for a Ewing's 


come a_ special agent in Tennessee, 


Arkansas and Alabama for the Royal 


Insurance Co. He became associated with 
the Travelers in 1925 as district manager 
f the 

Travelers 


Southern department of the 


Fire which was then in the 


yrocess of organization. Setting up 
1eadquarters in Atlanta, Mr. Ewing be- 
ran to build the field staff and to lay 
he foundations for the production and 
idministration of fire insurance business 
or the Travelers in the Southern states. 
Atlanta 


tanding that he was transferred to the 


His success in was so out- 


ome office where he became manager 


nd later secretary of the Southern de- 


In May, 1934, he was elected 
vice president of the Travelers Fire and 
the Charter Oak Fire and in 1946 he 
was elected vice president of the Trav- 
elers Travelers 
Indemnity Co., assuming his present po- 


partment. 


Insurance Co. and the 


sition. 

Well-known in insurance and business 
circles throughout the country Mr. Ew- 
ing has served as chairman of the In- 
presi- 
dent of the Eastern Underwriters Asso- 
ciation and chairman of the Governing 
Committee of the Interstate Underwrit- 
ers Board. He has been chairman of 
two of the standing committees of the 
National Board of Fire Underwriters 
and was a member of its executive com- 
mittee. 

Equally prominent in business and 
civic organizations, he has been chair- 
man of the insurance committee of the 
Chamber of Commerce of the United 
States and has been active in the Hart- 
ford Chamber of Commerce. He is a 
former president of the board of Kings- 
wood School in West Hartford and has 
been a director of the Community Chest 
and the Hartford Dispensary. Also, he 
is a director of the Hartford National 
Bank and Trust Co. and the Sanborn 
Map Co. 

A member of one of Nashville’s orig- 
inal families, he attended the Univer- 
sity of the South in Sewanee, Tenn., and 
Vanderbilt University in Nashville. 

Perry T. Carter 

Mr. Carter, who was elected a vice 
president of Travelers in July, 1949, was 
born on a plantation in South Carolina 
six miles from the city of Chester. For 
five generations the family had been 
planters. He attended preparatory school 
and Wofford College, Spartanburg, S. C. 

Mr. Carter’s insurance career started 
in Chester as an agent of the Life In- 


surance Executives Association, 


Travelers Top Personnel in Life, Accident and Group Agency Department 


surance Co. of Virginia where he re- 
mained for two years. He joined the 
sales organization of the Travelers in 
1925 at Charlotte, N. C., when he be- 
came a field supervisor, Life, Accident 
and Group lines, his territory being in 
North and South Carolina where he 
had experience in appointing and train- 
ing agents, joint sales work with agents 
and in general field supervision. After 
14 months he was promoted to assistant 
manager in Charlotte. In 1928 he was 
transferred to the larger Chicago office 
as assistant manager in charge of the 
Group division. Manager of the Chicago 
office at the time was the late Ed Dud- 
ley. In 1930 he started building a Group 
sales organization there and in 1931 he 
was made Group supervisor of the Chi- 
cago office. Five years later he was pro- 
moted to regional Group supervisor in 
charge of Group production for a large 
area which included Illinois, Wisconsin, 
half of Indiana and part of Missouri. 

In 1938 Mr. Carter came to 55 John 
Street, New York City, and became re- 
gional Group supervisor for the Trav- 
elers’ largest area which consists of 
Greater New York and suburban dis- 
tricts. He made occasional trips to 
Philadelphia, Pittsburgh and other cities 
in helping on Group cases. 

As a result of his outstanding work in 
the field Mr. Carter was brought to the 
home office as assistant superintendent 
of agencies, Life, Accident and Group 
agency department in charge of Group 
sales when that division was expanded 
in 1946. Six months later he was pro- 
moted to superintendent of agencies in 
charge of Group sales. In June, 1947, he 
was made superintendent of agencies of 
all sales, life, accident and Group. Two 
of the most important men in the sales 
organization are men who were associ- 
ated with him in New York—Bill Seery 
and Dan Tozier. In July, 1949, he be- 
came head of the Life, Accident and 
Group agency department. 

Mr. Carter was in the Coast Artillery 





Vice President Perry T. Carter (front row, third from left) is pictured with some 
of the members of the life, accident and Group agency department. In front row 
in addition to Mr. Carter, are, left to right, William N. Seery, Neill E. McKay and 
Joseph Thompson, superintendents of agencies. Second row, left to right, Malcolm 
H. Foskit, assistant superintendent of agencies; Lowell F. Brown, superintendent, 
Group sales; Chalmer C. Cox, superintendent of salary allotment sales, and Frederic 
C. Krapels, superintendent, Group sales. In rear, left to right, Robert F. Sears, 
superintendent, Group sales, and Rice L. Pendleton, assistant superintendent of 
agencies. Missing from the picture are E. Rowland Evans, Richard D. Jervis and 
H. J. Prouty, assistant superintendents of agencies; Carl S. Ayres, superintendent, 
Group sales, and Cyril Cass, supervisor, Group sales promotion. The training, sales 
research and promotion division of the agency department is pictured elsewhere. 


from 1919 to 1923, being released with 
the rank of lieutenant. 


William N. Seery 


William N. Seery, superintendent of 
agencies, with supervision over Group 
sales, has had long and wide experience 
in the Group insurance field. His 26 
years in Group have given him a thor- 
ough knowledge and his personal suc- 
cess in selling Group stamps him as a 
top salesman. 

Mr. Seery joined the Travelers in 
July, 1926, following graduation from 
Wharton School, University of Pennsyl- 
vania. He became a member of the 
Group Service division at the home 





ESMOND EWING 


office, being assigned to Detroit. In Feb- 
ruary, 1928, he was appointed head of 
the Field Service division at Columbus, 
Ohio, and subsequently served in similar 
capacities in Philadelphia and New York 
City. 

He transferred to the agency depart- 
ment in April, 1936, and was appointed 
Group assistant at the Newark branch 
office. He became district Group super- 
visor there in February, 1938, and in No- 
vember, that year, moved in the same 
capacity to the John Street office in 
New York City. In June, 1944, he was 
appointed a general agent, life, accident 
and Group lines, for the Travelers and 
his general agency career with his firm, 
Seery and Henry, was notable for out- 
standing Group insurance production. 

Mr. Seery returned to the home office 
as a superintendent of Group sales in 
January, 1949, and was appointed super- 
intendent of agencies in June, that year, 
succeeding Perry T. Carter, who was 
appointed vice president in charge of 
the life, accident and Group agency de- 
partment. 

H. Curtis Reed 


Mr. Reed, a native of Postdam, N. Y., 
attended Hamilton College and was 
graduated from Clarkson College with a 
B.S. degree in Business Administration. 
He is a veteran of five years’ service 
with the Army during World War II, 
becoming separated from active duty 
with the rank of major. 

He came to the Travelers from his 
own organization, the H. Curtis Reed 
Co., which specialized in visual training 
and sales promotion for industry. Start- 
ing with Travelers as a field supervisor 
in the Hartford branch office he joined 
the home office agency staff of the Life, 
Accident and Group agency department 
in 1947. In September, 1950, he was ap- 
pointed an assistant superintendent of 
agencies and was promoted to his pres- 
ent position in September, 1950. He be- 
gan research for the company’s new field 
training program shortly after his asso- 
ciation with the Travelers. 
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Travelers Agency Training Program 


When John Smith, an agent of the 
Travelers riding along a route in rural 
Arkansas, stops his car at dusk and 
walks into a home near Goodwin (popu- 
lation 250), pays a visit to the Jones 
and sells a $5,000 policy on Tom 
Jones, together with two juvenile poli- 
cies on the small Jones son and daugh- 
ter, nothing could appear more simple 
as a business operation. 

But, instead of being simple it is a 
successful evolution of a long train of 
events in the career of Agent Smith 
which began when he left high school, 
did clerical work in a country bank for 
a brief span and then allied his destiny 
with the insurance company. When he 
did so he became one of the approxi- 
7,000 life, accident and Group 


family 


mately 





Parsons, Linder, Boustead 
Life Leaders in Year 1951 


Leading agent of Travelers in life 
| insurance in 1951 was Harold S. Par- 
| sons, Los Angeles, frequently a Trav- 
jelers top leader and a former chair- 
}man of Million Dollar Round Table. 
| Maurice Linder of Brooklyn and 
| Donald W. Boustead, Jr., Tenafly, 
|N. J., ranked second and third last 
| year. 
| Interpreting the word 
}in its industry-wide. sense 
| signifying the Ordinary life form of 
|coverage the average size Ordinary 
life policy issued by the Travelers 
lis $6,321. This is made up of regulz aur 
|business with an average size of 
$6,917 and Salary Allotment with an 
average size of $4,004. The five most 
popular types of contracts written in 
1951 by number and amount are listed 
thus: 

Number 
Ordinary Life 
20 Payment Life 
Term Expectancy 


“Ordinary” 
rather than 


Amount 
Ordinary Life 
Term Expectancy 
5 Year Automatic 


5 Year Automatic Term 
Term 20 Payment Life 
Retirement Retirement 


Income 65 Income 65 











United 
he was 


agents of the Travelers in the 
States and Canada. Thereafter, 

learn that whether these agents are 
working in a rural territory, such as his 
own, or are production stars in a metro- 
each has had a career pat- 
there is considerable 


politan city, 
tern about which 
similarity. 

Learned About Community When 

Working in Ba 

When John Smith was in the bank he 
got to know a lot of farmers and vil- 
lage people who had relations with the 
bank and also learned how highly they 
regarded life insurance. Among those 
acquaintances was Frank Wilson, a su- 
pervisor of the Travelers. Eventually, 
this acquaintance resulted in a long in- 
terview with Supervisor Wilson whose 
headquarters are in Little Rock, but 
whose territory includes the country 
town where the bank is located. At 
that interview Wilson got a chance for 
a more intimate lowdown of Smith in 
which he observed his character with 
other personality traits, and learned of 
his family life and his aspirations. Fa- 
vorably impressed by Smith, he outlined 
to him why he thought life insurance 
was a career in which Smith could be 
successful; briefly explained the Travel- 
ers’ plans of operation, its methods of 





recruiting and training, the kind of con- 
tracts Smith would probably be able 
to sell and the type of sales talks which 
would be most appropriate and effective 
with the largest number of persons. He 
told how leads are scientifically gathered 
and then referred to agents. 


On Way to Becoming Career Man 


It was one of those leads which was 
engrossing the attention of Smith when 


Students learn to prospect for each unit 
as well as the particular sales appeal 
and salesmanship for the special need 
concerned. Some of the units of the 
course are completely visualized and the 
balance are visualized in part. It is 
the plan that all of the units will be 
completely visualized eventually. The 
unique feature of this training is its 


uniformity at the home office school for 
agents and in branch offices and general 





H. Curtis Reed (top left), superintendent, training, sales research and promo- 
tion division of the Life, Accident and Group Agency Department, the Travelers 


Insurance Co., demonstrates some visual 


technique for his staff. In the front row 


with Mr. Reed, L. to R., are Paul K. Browne, J. E. McNeal and Robert B. Safford, 
assistant superintendents and James L. Howard, Jr. Second row, L. to R.: Robert 
W. Forcier, Reid Hartsig, assistant superintendent and Milton F. Jones, assistant 


superintendent. In rear: Albert M. Nelson, assistant superintendent. 


Missing from 


the picture are James D. Smith, assistant superintendent and Russell E. Dexter. 


he hopped into an automobile and took 
a 15-mile drive to the farm where the 
sale was made. The longer Smith was 
in the business the more confidence he 
had in life insurance, the better qualified 
he was to sell it and the greater kick 
he got out of the sale. 

One reason why Agent Smith and 
hundreds of other new Travelers agents 
have become successful life insurance 
men is that they have had the advantage 
of the company’s career field training 
program which is a course of study fol- 
lowed in the training of new agents of 
the life, accident and Group department 
of the company. This course is designed 
to make career insurance men out of 
new agents and it is used as the basis 
for all instruction for new life, accident 
and Group agents both in the home 
office school for agents and in the field. 

This particular article is a description 
of the career field training program 
which is an elaboration and a moderni- 
zation of a well-proven Travelers train- 
ing program which started in the old 
home office school. That school, still in 
operation, was the first of its kind in 
the insurance business and the third 
oldest in-business school in the country, 
preceded only by the Burroughs Adding 
Machine and the National Cash Regis- 
ter schools. 

The Field Training Program 

The program consists of 15 distinct 
study units and the minimum time for 
completion is nine months; the maxi- 
mum is one year. In addition, the com- 
pleting of each unit is accompanied by 
production requirements. The course is 
a day-to-day schedule of both study 
and practical application through sales- 
manship. The division has been success- 
ful in building salesmanship and sales 
training in each unit of the course. 


agencies. 
Initial Training Launched After 
Long Research 


Research for this new training pro- 
gram began in 1946 under the direction 
of H. Curtis Reed, now superintendent 
of training, sales research and promo- 
tion division of the Life, Accident and 
Group agency department. Mr. Reed 
has been with the Travelers since 1946. 

The initial training phase was launched 
in February, 1950, under the direction 
of Vice President Perry T. Carter. 

After the material had been assembled 
it was obvious that because of the in- 
clusion of the visual units and the ac- 
companying techniques needed to utilize 
this new method of instruction a school 
for “trainers” had to be established. This 
was done in the home office and the 
first phase was the instruction of mana- 
gers, assistant man gers, general agents 
and field supervisors in the use and aims 
of the new program. They were taught 
the new methods and techniques to en- 
able them to present the program to 
agents in the branches and_ general 
agencies. More than 65 managers, 14 
general agents and half the remainder 
of the field staff of assistant managers 
and field supervisors of the life, accident 
and group agency department have at- 
tended the school to date. 


Training Operation on a National Scale 


Because of the high degree of visuali- 
zation in the presentation stage, a spe- 
cial training room was developed on the 


13th floor of the Tower Building. It 
was fashioned after a small theatre, 
complete with curtains, drops, runners 


and lights. Instead of the normal class- 
room atmosphere, the emphasis was 
placed on building up the importance of 
the participants and all students were 





and are seated at executive- type desks. 


After the training of “trainers” had 
progressed far enough to put the opera- 
tion on a national scale, training areas 
were setup in branch offices and gen- 
eral agencies and_ the program and 
equipment of the visual presentation in 
the home office were duplicated in every 
detail in these areas. 

key explanation of the new train- 
ing program’ s visual units might go like 
this: “They are aimed at reducing to 
everyday terms the reasons why people 
need life insurance.” 


The Visual Program 


The visual program employs the read- 
ily understandable approach of pictures 
and plain words in presentations in 
color. The keynote of the visual format 
departs from the former process of 
memorizing a “canned” sales talk and is 
built around a slin demonstration which 
provides the agent with a visual sales 
story. 

The sales tracks are developed on a 
standard note-book sized paper with a 
single idea presented on each page in 
two or three colors. The copy is brief 
and the picture carries the impact, ma- 
terial and theme. The copy is either 
type-set or hand-lettered with the 
theme of the page in large type and the 
details in smaller size. The tracks em- 
ploy an advertising approach, stressing 
the visual and keeping copy to a mini- 
Continuity is maintained through- 


mum. 
out the tracks which run from 16 to 20 
pages. 

While visual units are part of the 
career field training program designed 
for new agents they are also valuable 
to established agents who have used 
them with considerable success. The 
visual instruction in the new training 


program utilizes every means known in 
visual presentation running the gamut 
from full color turnover charts, blanket 
boards and flash cards to motion pic- 
tures and voice recordings. 

In addition to the new methods of 
sales presentations by use of the tracks, 
the course also instructs in the accom- 
panying uses of sales promotion tech- 
niques and modern merchandising and 
provides excellent facilities for sales 
management and refinement and train- 
ing. 

The program also develops into an un- 
ending training cycle at each location. 
Training in the units of coverage runs 
from 15 to 20 hours per unit. More 
will be added each year for the next 
three or four years. At the end of that 
time, refreshers and renovations in each 
unit would call for a repetition of the 
individual units by the agents. 

An important by-product of the new 
training program is that managers, as- 
agents and 


sistant managers, general 
field supervisors in their teaching as- 
signments have excellent opnortunities 


to keep themselves abreast of the lines 


and to constantly improve their own 
sales management operation. 
The returns on the first 431 estab- 


making 7,799 demonstra- 
tions on the retirement income need 
show a total of 1.877 sales with a vol- 
ume of over $14,500,000. A breakdown 


of this figure indicates one sale of over 


lished agents 


$7,000 in volume for every four inter- 
views. 
More Background on the T.S.R. & P. 


Division 

When the training, sales research and 
promotion division of the life, accident 
and Group agency department got into 
the middle of its planning phase of its 
new visual training program—it found 
itself in show business right down to 
the last detail. 

Several new tec hniques had to be de- 
vised in adapting the visual aids to in- 
surance training. The presentation phase 
at the training area in the home office 
and in the duplicate set-ups in the field 
call for the following: 

Turnover charts employing full color 
in copy and cartoons; a combination 
blanket-bulletin chalk board, especially 
designed for use in the program on 
which colored cards are used to build up 
the high points of the presentation (the 


(Continued on Page 34) 
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Expense Allocation a 
Problem, Says Bohlinger 


STATES LACKING IN DATA 
Sees Management Obligation to Give 
Necessary Information; Not Suffi- 
cient Statutory Authority Now 


uniformity in 
not 


Saying that expense 


allocations and reporting is only an 


life insurance 
but 


obligation which manage- 
also is a re- 
De- 
partments, Superintendent Bohlinger in 
a report of his Department to the New 


ment should recognize, 


sponsibility imposed on Insurance 


York State 1952 legislature, said that 
uniformity in the matter of classifica- 
tion and allocation of income and ex- 
penses is essential. The Department, he 
says, must have more specific informa- 
tion from. companies for these reasons: 
1. There is an absence of suitable compara- 
tive information with regard to the operating 


expenses of life insurance 
formation 1s mecessary in 
surance supervisory officers, 
the public to measure the 
ous companies licensed to do 
state. 

2. The Insurance Law tion 213, para- 
graph 11, and Section 221, paragraph 6) im- 
poses certain responsibilities on the Superin- 
tendent of Insurance to ascertain compliance 
with the requirement that no insurer shall issue 


companies. This in- 
order to enable in- 

policyholders, and 
efficiency of the vari- 
business in this 


(Se 








any life insurance or annuity contract, or con- 
tract of group accident, group health or group 
accident and health insurance which shall not 
appear to be self-supporting. 

3. Under present conditions the Superin- 
tendent of Insurance is without statutory au- 
thority to prescribe reasonable methods by which 
to obtain suitable cost allocation information 
necessary to carry out his responsibility to pro- 


tect the interests of policyholders. 


Should Be an Evolutionary Process 


Continuing Mr. Bohlinger said: 

“The enactment of a statute giving the 
Superintendent power to prescribe regu- 
lations to bring about uniformity in the 
reporting and allocation of income and 
expenses should not se cannot result 
in immediate uniformity. It will require 
only that all items of income and ex- 
penses be allocated to the various lines 


of insurers on the basis of appropriate 
distribution developed from analysis of 
individual items. The development of 
such a regulation and the enforcement 
of compliance with it should be an 
evolutionary process so that the current 
procedures of companies would not be 
subjected to violent upheaval. This pe- 


riod, however, should not be unduly 
longed by blind adherence to 
‘tradition: methods since tl 


pro- 
Sc »-called 
e public in- 


terest is vitally affected. 
“All the cn Fat peculiar to individ- 
ual companies can never be foreseen in 


any tyne of law or in the provisions en- 
acted for its administration. Since the 
life companies operate in different ways, 


questions inevitably will be raised by in- 
dividual companies as to the correct 
method to be used to produce uniform 
results.” 

Discussed Section 213 


Also in his report the Superintendent 
commented at length on attitude of De- 
partment towards the recent bill which 
sought to have the New York legislature 
revise Section 213. He gave his reasons 
for opposing the Joint Industry’s posi- 
tion in favor of the measure. 


Samuel G. Carson Appointed 
Aetna Life General Agent 


Samuel G. C 
general 
John A. 
has been made a 
company. Mr. Carson 
chief administrative 
Hill and Associates 
Mr. Carson the 
operates in 26 
Ohio counties, two 
status of general 

Harry J. Drees, 
John A. Hill and 
tinue in charge of 
Ford continues in 
department, and 
been named agency 


associate 
Life with 
Toledo, 
agent of the 
will continue as 
officer for John A. 

Appointment of 
Toledo 

northwestern 
executives with the 


arson, four years 
the Aetna 
Associates, 


general 


agent of 


Hill and 


gives agency, 


agent. 

also a member of 
Associates, will con- 
agencies. James 
charge of the group 
John A. Miller has 
supervisor. 


area 


Pru Buys Florida Property; 
New Regional Home Office 


Newest regional home office under 


Prudential’s 
will be in 


decentralization 
Jacksonville, Fla. 
now has in full operation, in 
to Newark, a Western home office in 
Angeles, Canadian home office in 
Toronto and Southwestern home office 
in Houston. Under construction is the 
Mid-America home office in Chicago 
which will commence in August. 

\t Jacksonville Prudential has 
quired options on 18 acres on which 
intention is to erect a Southern home 
office to serve eight states in that re- 
gion. Site is located on the south side 
of the St. Johns River and now has a 
frontage of approximately 1,100 feet 
on the river. Location is between the 
Acosta Bridge and the new Gilmore 
Street Bridge Expressway. 


program 
Company 
addition 


Los 


ac- 


New structure will be a completely 
modern, air-conditioned office building 
containing approximately 350,000 square 
feet of floor space, making it the largest 
structure in the entire area. It is hoped 
that building materials situation will so 
improve that building can get under way 
early in 1953. The territory to be com- 
pletely supervised within the framework 
of company over-all policy consists of 


Kentucky, Virginia, Tennessee, North 
and South Carolina, Georgia, Alabama 
and Florida. New headquarters will 


house for Prudential approximately 1,000 
persons, about 75% of which will be re- 
cruited in the area. No officer has been 
chosen yet to head the Southern opera- 
tions. Prudentiz il has 90 offices of vari- 
ous types in the South. It has more 
than $2 billion of insurance in force in 
the region. 


Ownership of Life Insurance 


Reaches Record Peak at Mid-year 


Life insurance ownership of American 
families is estimated to have reached a 
record peak of nearly $265,000,000,000 at 
mid-year, according to the Institute of 
Life Insurance. This would represent a 
net gain of some $12,000,000,000 since the 
start of the year and _ $113,000,000,000 
more life insurance protection than was 
owned at the end of World War II. 

Purchases of new life insurance appear 
to have set a record in the first half 
of this year, the Institute says, reaching 


$14,700,000,000 for the first time in the 
first six months of any year. 

Greatest gains in the half year were 
in Ordinary insurance, of which an esti- 
mated $9,700,000,000 was purchased. In- 
dustrial life insurance purchases in the 
six months were about $2,900,000,000. 
Group life insurance purchases were 
about $2,100,000,000. 


Benefits at Record Level 


Benefit payments to American families 








DEDICATED L 


To promoting the well-being and 


prestige of each of our Associates. i 


In the planning for and achievement of a 
goal accessible to him in the selling and ser- 
vicing of life insurance to the end that he l 
will share increasingly the satisfactions which 


derive from rewarding activity. 
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from their life insurance companies were 
at a record level in the first half of 
the year, being estimated at $2,125,000,- 
000. This was some $75,000,000 more than 
the previous record total in the first six 
months of last year, Death benefits ac- 
counted for $925,000,000 in the half year, 
up about 5% from the previous year. 
This increase, however, was less than 
the rise in life insurance ownership, so 
that it did not mean death rates were up. 

Payments to living policyholders in 
the six months were estimated to be 
$1,200,000,000, equal to 56% of total pay- 
ments. The “living benefits” were up 
about $25,000,000 from those of the first 
half of 1951. They were 62% more than 
similar payments in the first six months 
of 1942, reflecting the greatly increased 
use of life insurance for living benefits 
during the past decade. 


Big Defense Financing 


The total of funds backing the nation’s 
life insurance in force rose to an esti- 
mated $70,000,000,000 on June 30, an in- 
crease of $2,000,000,000 since the start of 
the year and about $4,000,000,000 above 
a year ago. The investment distribution 
of these assets shows some changes from 
a year ago. In the past 12 months well 
over $3,000,000,000 has gone into the 
financing of defense and defense-sup- 
porting industry. At the same time, the 
purchases of real estate mortgages have 
declined about one-third from the volume 
of a year ago. 

Premiums for life insurance and an- 
nuities exceeded $4,000,000,000 in the first 
six months of this year, those for life 
insurance alone being approximately $3,- 
500,000,000. The increased use of life in- 
surance in the past ten years is illus- 
trated by the growth of premiums from 
well under $2,000,000,000 in the first half 
of 1940. Total income of all U. S. life 
insurance companies, including invest- 
ment earnings, health and accident in- 
surance premiums and income from all 
other sources, was in excess of $6,000,- 
000,000 in the first half of this year. 


Aetna Home Office School 


The largest class to graduate from the 
home office life insurance school of 
Aetna Life was awarded diplomas re- 
cently by Carl W. Eagle, CLU, 
visor of life insurance schools. 

The class, which completed the four- 
week estate control plan course, was the 
58th to attend the 
established more 
Nearly all the 


super- 


school since it was 
than 13 years 
graduates were newly- 
recruited Aetna Life salesmen with no 
previous life insurance experience. 

Approximately 85% of the 51 gradu- 
ates, who came from 25 states scat- 
tered across the nation, were college- 
trained and two-thirds held college de- 
grees. One member of the class, Stephen 
G. Clarke of Syracuse, N. Y., delayed 
his arrival at the start of the course 
in order to receive his doctor’s degree 
from Syracuse University. 


ago. 


Travelers Appointments 


and 12 appointments in 
life, accident and group lines have been 


One change 


announced by the Travelers. 
Arnold G. Cure, 
Forty-second Street, 


assistant manager at 

New York City, has 
been appointed in the same capacity to 
the Miami agency branch. 

Harry L. Ewell and Benjamin W. 
Ralston have been appointed group 
supervisors at Dallas. 

Six new field supervisors have been 
appointed. They are Harold T. Bankston 
at Birmingham; Floyd M. Umbarger, Jr., 
Central City, Philadelphia ; Wallace L. 
wry te Mineapolis; Bruce L. Schroed- 

, Peoria; Harry J, Forbes, Dallas; and 
D’ as Bannerman, Winnipeg, Manitoba. 

Four agency service representatives 
have been named. They are Robert F. 
Mapes at Cleveland; John J. O’Connor, 
Jr., Providence; Jerry W. Brown, 
Columbus; and Benjamin D. Stinson, St. 
Louis. 
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Late News 
Arthur J. Koeppe, associate actuary, 
Union Central, died of heat prostration 
at his home in Cincinnati June 30. He 
was a pioneer in field of Juvenile in- 
surance. 





Elsie Doyle, Union Central, will again 
serve on staff of the Womens Institute 
of Purdue University August 11-22. 





Capital stock of Western Reserve 
Life of Austin, Tex., has been acquired 
by Great National Life, Dallas. 


Eastern Life Reports 64% 
Paid-for Gain Up to June 30 


The Eastern Life of New York re- 
ports an increase of 64% of new paid- 
for business for the period ending June 
30, compared with the same period of 
1951. 

The company has added the following 
plans of coverage: double protection 
and triple protection riders; $10 and 
$20 monthly family income riders for 
10, 15 and 20 year periods; mortgage 
redemption and juvenile insurance with 
refund of premium in event of death 
prior to age 15. 

Non-medical insurance for $5,000 may 
be applied for within a period of ‘12 
months with an additional $5,000 after 
one year. This plan is written for male 
and female applicants (exclusive of 
housewives) for applicants ages 10 to 40 
on the ordinary life or higher premium 
forms. 

A new brochure of the Eastern Life’s 
“three in one” plan is also being re- 
leased. This plan permits the addition 
of a double or triple protection rider 
plus a family income rider to a life 
expectancy term or higher premium 
form policy. 


NAMED BY WU. S. LIFE 





Allen Y. Davis Appointed Manager of 
Company’s Planning and Methods 
Department 
United States Life has announced the 
appointment of Allen Y. Davis as man- 
ager of its planning and methods de- 
partment. As director of the depart- 
ment, Mr. Davis will study company 
and departmental organization, methods 
and equipment with other department 
heads to improve home office operation 
and service to the company’s field force 
and policyholders. He will also study 
new trends in life office operation, equip- 
ment development, and systems installa- 
tion to provide planning information for 
future home office procedure changes. 
A graduate of Harvard, Mr. Davis 
served three years in the American 
Field Service during the war. He was 
later associated with a management con- 
sulting firm before he went on active 
duty with the Army Signal Corps, 
where he continued his planning and 
methods work for two years as a man- 

agement control officer. 


Harris Made Manager Sales 
Promotion N.E. Mutual Life 


The New England Mutual has appoint- 
ed Leighton G. Harris, formerly assist- 
ant director of advertising, to the post of 
manager of sales promotion. 

_Mr. Harris was graduated from Tufts 
College in 1937, and held several posi- 
tions in the advertising field before join- 
ing the New England Mutual’s Advertis- 
ing Department in 1942. His career 
was interrupted by a three-year tour 
of Army duty, during which he served 
in the Pacific theater as a staff member 
of the Pacific edition of “Stars and 
Stripes.” He rejoined the New England 
Mutual in 1946, and in 1948 was ap- 
pointed assistant director of advertising. 
He is a member of the Life Insurance 
Advertisers Association. 
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...and Still Serving! 


Twenty-five years of constant attention 
to the needs of our policyowners and 
our agents has produced its own reward. 
Experience and research has culminated 
in our new ALL IN ONE plan which 
insures against injury, sickness, death 
and old age. 

We are happy to introduce our newest, 


streamlined, policy in commemoration 
of our Twenty-Fifth Anniversary Year. 


Bunkers Ne 


Life Insurance Company 
MONTCLAIR, Nn. db 
RALPH R. LOUNSBURY, President 





W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e ACCIDENT e HEALTH ¢ HOSPITAL 




















Deane Davis Marries 
Mrs. Marjorie Conzelman 


CEREMONY HELD IN BOSTON 
Bride ef National Life's Prisidsat 
Widely Known Far Eastern 
Affairs Lecturer 





Deane C. Davis, president, National 
Life of Vermont, and a former Vermont 
Superior Court judge, married Mrs. 
Marjorie Smith Conzelman of Cam- 
bridge, Mass., in Old South Church, 
Boston, July 5. Ceremony was performed 
by Rev. A. Graham Baldwin, minister 


A tanta 


Bradford Bachrach 


MRS. DEANE C. DAVIS 


at Phillips Academy, Andover, assisted 
by Rev. Theodore L. Clapp of Boston. 

Mrs. Conzelman, widow of Lieutenant 
Colonel Clair M. Conzelman, U.S.S., who 
died in 1945 when on a Japanese prison 
ship enroute from Corregidor to Japan, 
is daughter of former State Senator A. 
Leroy Smith, a prominent dairy farmer 
of East Hill, Barre, Vt. She and Mr. 
Davis were graduated from Skidmore 
College in 1926. She lived twice in the 
Philippines, first in 1928-30 and again in 
1939-41 where on the fortress island of 
Corregidor she taught in Philippine 
schools. During World War II she was 
executive assistant at Vermont state 
headquarters for Civilian Defense, part 
of the time lecturing widely on Far 
Eastern Affairs. In 1944 she was dele- 
gate to the Republican Foreign Policy 
Convention and after death of her first 
husband became executive director of 
New England Camping Association. 

The Davis-Conzelman wedding fol- 
lowed a few hours after wedding of her 
daughter Patricia to Sidney F. Greeley, 
Framingham, Mass., an agent of North- 
western Mutual Life. Mrs. Davis’ son, 
Peter, is a West Point senior. 


E. G. BRANCH ANNIVERSARY 





Completes Fiftieth Year as General 
Agent of Penn Mutual Life; 
Joined Company in 1899 
Edward G. Branch, Penn Mutual 
Life’s general agent at Montgomery, 
Ala., last week celebrated his 50th anni- 
versary as a general agent. He entered 
the life insurance business in 1899 as a 
producer and became a general agent 
in 1902, having long been a partner with 
Ben Powell in the firm of Branch & 

Powell. 

When he first left high school, Mr. 
Branch became a clerk in a_ grocery 
store and later in a dry goods store. He 
also gave violin lessons and instructed 
Polish immigrants in writing English. 
He is a leader in the Kiwanis Club, 
president in Montgomery and Governor 
of the Alabama-Florida district. 
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Retires From Travelers; 


With Company 38 Years 





HAROLD D. WATSON 


As announced in last week’s edition 
of The Eastern Underwriter Harold D. 
Watson, assistant secretary, life, acci- 


dent and group claim department of the 
Travelers, is retiring, upon the advice 
of his physician, after more than 38 
years’ service. 

~" Mr. Watson became associated with 
he Travelers as an investigator at Buf- 
<a N. Y., in 1914. He was transferred 
to the home office as an examiner in the 
life, accident and group claim depart- 
ment in 1921, was appointed assistant 
chief adjuster in 1928, assistant man- 
ager in 1933 and assistant secretary in 
January of this year. 

A native of Buffalo, he was gradu- 
ated from Lafayette High School there. 
Prior to joining the Travelers, he was 
a clerk in the Buffalo office of the Mu- 
tual Life of New York and in a sales 
and advertising capacity with Spencer- 
Kellogg and Sons in Buffalo. 

For many years, Mr. Watson 
active in insurance industry organiza- 
tions connected with claim work. He 
has served on the Group Committee of 
the International Claim Association for 
several years and has acted as its chair- 
man for the past year. He has been as- 
sociated in committee work with the 
Health Ins urance Council and has also 
represented the Travelers in the Eastern 
Life Claim Conference. He is a well- 
known member of the Hartford Claim 
Conference. 

Mr. Watson is married to the former 
Frances J. Urban of Buffalo and the 
couple has a son, Lt. Col. Harold F. 
Watson, presently on duty at the head- 
quarters of the Wits States Air Force 
in W ashington, C. Col. Watson was 
a pilot in the a American bombing 
raid over Japan in April, 1942. 


has been 


Mr. and Mrs. Watson reside at West 
Hartford. 
T. J. MAGUIRE DEAD 
Thomas J. Maguire, 45, Utica, N. Y., 


district manager for Metropolitan Life, 
died recently after a brief illness. He 
had been associated with the company 
more than 20 years, going to Utica as 


district manager three years ago. 


GUARDIAN LIFE APPOINTMENT 


Hale D. O'Malley Named as Manager of 
Company’s St. Paul Agency; Suc- 
ceeds Elmer N. Oistad 
Guardian Life has announced the ap- 
pointment of Hale D. O’Malley as man- 
ager of the company’s agency in St. Paul. 
Mr. O’Malley succeeds Elmer N. Oistad, 
who is retiring as manager after more 
than 30 years in that post at St. Paul. 
He will continue with the agency as as- 
sociate manager, and plans to devote his 
time to the service of his personal clients. 
Arthur S. Lokensgard, who has repre- 
sented the Guardian in St. Paul since 
1925, has been appointed assistant man- 

ager 

Mr. Oistad began his career with the 
Guardian in 1922, as co-manager of the 
St. Paul agency with Milburn L. Grif- 
fiths. When failing health caused Mr. 
Griffiths to withdraw from the partner- 
ship, Mr. Oistad became sole manager 
of the agency in 1925, 

Since that time he has compiled an 
outstanding record with the company 
as a manager and as a personal producer. 
He has served on three different occa- 
sions as an officer of Guardian’s Leaders 
Club and has been a member of 
Guardian’s Field Advisory Board since 
1949, 

Manager Hale D. O'Malley 
the Guardian in February, 
agent at Bayfield, Wis., and moved to 
st. Paul in 1949. On January 1, 1951, he 
was made a home office field supervisor 
with headquarters in St. Paul, and has 
been engaged in recruiting, training and 


went with 
1947 as an 


supervising men in the field since that 
time. 
Arthur S. Lokensgard, who has been 


assistant 
assist 


manager of the 
agency, will Mr. O'Malley in his 
recruiting and training activities, He has 
achieved an excellent record as a pro- 
ducer during his 27 years with the 
Guardian, and numbers among his 
achievements 12 Le: iders Club qui lifica- 
tions and membership in the company’s 
President Club in 1946. 


appointed 


Taft’s Son to Wed Daughter 
Of S.C. Badger, England Mut. 


Senator and Mrs. Robert A. Taft this 


week announced the engagement of 
their youngest son, Horace D. Taft, 
to Miss Mary Jane Badger, daughter of 


vice 


New 


Sherwin C. 
financial 


president and 
England Mu- 


Badger, 
secretary, 


tual Life. Miss Badger is a graduate of 
School of Applied Arts in Zurich, 


Switzerland. Mr. Taft was graduated 
from Yale in 1949 after serving overseas 
in the Army during World War II. He 
is studying in the Graduate School of 
University of Chicago. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 

















Los Angeles CLU Officers 

Los Angeles CLU Chapter, at its re- 
cent annual meeting elected these officers 
directors: President, Henry E. 
Belden, associate general agent, Union 
Central Life; vice president, George B. 
Equitable Life Assurance So- 


and 


3yrnes, 


ciety; secretary-treasurer, Robert L. 
Woods, general agent, Massachusetts 
Mutual; directors, Hal Baldwin, Occi- 


dental Life of California and Ralph W. 
Fisher, Northwestern Mutual Life. 

Reports of the officers and committees 
showed the chapter to be in a sound 
position, with 130 members, making it 
rank fourth in size in the entire country. 
President Curtis in his report cited the 
fact that during his administration three 
of the chapter members won national 
recognition, recommended fewer meet- 
ings with more publicity, the appoint- 
ment of a permanent education commit- 
tee, holding that the CLU must be better 
sold to industry and the public, At the 
conclusion of the business session Mr. 
Curtis was presented with a plaque of 
appreciation for his services to the 
Chapter during the year as president. 

Robert Albritton, general agent, Provi- 
dent Mutual Life, was the speaker for 
the day, talking on “Growth Through 
Clientele.” The address was the one he 
has given before other life organizations, 
and centered his remarks on the three 
points of having a pattern to work by, 
control of time, and secretarial aid. He 
illustrated his remarks with slides show- 
ing the records he keeps in his office 
and how they are used. 


OPEN NEW BRANCH OFFICES 

Southland Life, Dallas, has opened new 
branch offices at Beaumont and Seattle, 
Wash., Kenneth B. Skinner, vice presi- 
dent and agency director announced. 

William F. Holder has been named 
agency director at Beaumont. In the life 
insurance business since 1947, he has 
qualified several times for the Leaders 
Round Table of Texas and the National 
Quality Award. 

Agency director at Seattle will be 
Noyd A. Leonard, who started his insur- 
ance career in 1934 in California and 
became Seattle manager for his company 


in 1949, 





41 Maiden Lane 





WANTED — LIFE MANAGER TO GO ABROAD 
To operate a branch office or hold responsible management position 
foreign home office. Must have both agency and home office experience. 
Foreign experience desirable 
Age, 30 to 35. Married or single. Salary, open. 


Reply confidentially in own handwriting, giving educational back- 
ground, experience and personal data. 


Box 2106, The Eastern Underwriter 


New York 38, N. Y. 








Manager at Fort Worth 





G. H. MICHALK 
G. H. Michalk, CLU, has been ap- 
pointed manager of the Fort Worth 


agency of Bankers Life of Des Moines. 
He succeeds A. F. who 
signed to return to personal production 


Rhea has re- 
in the agency. 

For the past two and a half 
Mr. Michalk has been general agent 
in Fort Worth for Manhattan Life. He 
began his life insurance career in 1941 
after graduation from A. & M. 
College, where he majored in economics. 
At that time he entered the Equitable 
Society’s school of agency 


years, 


Texas 


management 
and after six months of training entered 
the field for that company. 

His insurance career was interrupted 
by the war in July, 1942, when he was 
contracted by the government as an 
instructor in the signal corps’ pre-radar 
training at San Antonio. A year later he 
was transferred to Forth Worth where 
he headed a communications course in 
the technical high school there, 

Released from his contract in July, 
1946, he joined the Mahattan Life as an 
agent in Forth Worth. A year and a half 
later he was promoted to supervisor, and 
in January, 1950, became a partner in 
the Longabaugh-Michalk Fort Worth 
agency of Manhattan Life. For the past 
year he has been sole general agent. 

Mr. Michalk is an honor graduate of 
the life insurance marketing course of 
Texas Christian University. He received 
his Chartered Life Underwriter designa- 
tion in September, 1951, and is the 
newly-elected secretary- -treasurer of the 
Fort Worth chapter of CLU. He is also 
a member of the Fort Worth General 
Agents and Managers Club. 

A member of local, state and national 
associations of life underwriters, he has 
been a member of the board of directors 
of the local association for the past 
three years and is secretary-elect of the 
organization. He has served as a local 
instructor for Part I of the LUTC 
course. 
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Helen Irwin Heads Nat’! 
Federation Women’s Clubs 





HELEN G. IRWIN 


Helen G. Irwin of Equitable Life of 
Iowa has been elected president of Na- 
tional Federation of Business and Pro- 
fessional Women’s Clubs, Inc. For 20 
years she has been a member of the 
Equitable’s home office staff, part of 
her duties being supervision of prepara- 
tion of legal documents in connection 
with life insurance. 

Ever since becoming a member of 
Business and Professional Women’s 
Clubs a quarter of a century ago she 
has been in some official capacity either 
in her local club or in state federations. 
She was twice president of the Iowa 
Federation and first became an officer 
of the National Federation in 1948. For 
some time she was legislation chairman 
for the National Federation and has 
just concluded a term as its first vice 
president. For 10 years she has been 
a —— of the Iowa Council for Bet- 
ter Education and the Iowa Legislative 
Council, both composed of men’s and 
women’s service organizations. Also, 
she is a member of legislative commit- 
tee of the lowa Adult Education Associa- 
tion and of Des Moines Federation of 
Women’s Clubs. She belongs to Council 
of Civil Service League of America and 
for many years to the Iowa Council of 
Republican Women. 


Retirement Benefits of 


Home Life, N. Y., Increased 


Two hundred and ninety-nine active 
retired employes of Home Life of New 
York, received increased _ retirement 
benefits as a result of amendments to 
the company’s retirement plans an- 
nounced recently by President William 
J. Cameron. Field and home office em- 
pioyes who were members of the plans 
prior to 1946 are affected by the 
changes. 

The amendment increases by 50% the 
portion of each retirement annuity 
based on compensation prior to 1940 and 
by 25% the portion based on compen- 
sation between 1940 and 1946. 

The purpose of this amendment, said 
Mr. Cameron, was “to bring the an- 
nuities for both active and retired mem- 
bers based on compensation prior to 
1946 more nearly in line with current 
salary levels.” 

The amendment was adopted by Home 
Life May 1, 1951. However, before it 
could become effective, clearance by 
the Wage and Salary Stabilization 
Boards was required. Clearance was 
recently obtained by the company, and 
the amendment was made effective as of 
May 1, 1951, 








C. W. DOW, JR., APPOINTED ASSISTANT BROKERAGE MGR. . . re 
Clifford W. Dow, Jr., a member of the Robert G. Yturria, Occidental Life to Write 


former New York 


Richard W. Partridge agency in Boston Life agent, has been appointed assistant A. & S. in New Hampshire 


of New England Mutual Life, has been brokerage manager of Occidental Life 
appointed assistant to the general agent of California’s branch office at Grand 
and manager of the brokerage depart- Rapids, Mich. He is 
ment. He is a member of the Massa- Rapids and was an 


Authorization has been received by 
a native of Grand Occidental Life of California to transact 
accountant before life and accident and sickness business 


chusetts Brokers Association, the Bos- entering the insurance field in 1949. In in the state of New Hampshire, bring- 
ton Life Supervisors Club, and the Bos- 1950 he qualified for New York Life’s ing to seven the number of states en- 


ton Life Underwriters Association. Star Club. A member of the local Junior tered by Occidental in the past eight 
Mr. Dow attended Bates College, and Chamber of Commerce, Mr. Yturria is months. 

is widely known locally among dog- active in Red Cross and YMCA work. The company now carries on activities 

fanciers as president of the South Shore He will work with Branch Manager in 42 states, the District of Columbia 1, 

Kennel Club and a member of the Fram- Nevin F. Parr and Brokerage Mana- six provinces in Canada, Hawaii and 


ingham District Kennel Club. ger Carl G. Holden. 


Alaska, the Philippines and Hong Kong 





the need was there 


Continental American’s 


= PECIAL PREFERRED 


POLICY 





is filling it 


> 





=e 


he anticipated need was there—the 

need of the “better than average 
buyer” for a larger amount of perma- 
nent protection at the lowest possible 
premium. 


Here are the benefits: 


1 Whole life protection for face amount 


2 Guaranteed extra protection of 10% of 
face amount in first year—continuing 
into later years by use of unique divi- 
dend option 


WHY WAS IT SO WELL RECEIVED? 


Because it is the lowest cost policy obtainable per $1,000 effective protection on 


any permanent plan which accumulates full ordinary life cash values! 


The new Special Preferred Policy is the result of Continental American’s 
continuing search for better insurance—insurance that provides more pro- 
tection for each premium dollar. It is typical of the quality tradition of 
Continental American which has characterized the Company since its 
founding, and which has resulted in many original ideas for better service 
to clients. Best known of these is the ORIGINAL Family Income Policy 


introduced by Continental American Life Insurance Company in 1930. 


Wilmington, Delaware 





How well the Special Preferred 
filling this need is evidenced by the en- 
thusiastic way it was received and pro- 
moted by our Field Force and by its 


unusual public acceptance. 


3 Fully paid-up at age 85 
4 Accumulates full ordinary life cash values 


5 Available with all supplemental benefits 
including family income provision 





General Agency Openings in Pittsburgh and Western Pennsylvania 
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Group Premiums of 
$6,000,000 in First Year 


NEW YORK LIFE STATEMENT 
International Bank pr Louisville & 
Nashville Railroad Among Group 
Insurance Buyers 























New York Life announces that in its 
first 12 months in the Group insurance 
business, it has underwritten 502 new 









Group policies insuring 72,000 lives for 





Group life insurance and Group accident 





and sickness benefits. The Group con- 
tracts resulted in an aggregate annual 
premium of $6,000,000. The volume of 
Group life insurance alone totals $195,- 
994,000. Group benefits paid by the com- 
pany on a monthly basis reached a total 
of $225,000 during May. 

In a report presented by Wendell 
Milliman, Group vice president to Presi- 
dent Devereux C. Josephs on July 1, he Devereux C. Josephs, president, New York Life, is shown here receiving from 
said that in addition to new business re- Wendell Milliman, vice president, a report on company’s first year of operation in 
sults, 33 new Group offices were opened Group insurance. Reading, left to right, Leland F. Lyons, Arthur M. Browning, 
in the United States and Canada. A staff My, Milliman, Mr. Josephs, Dudley Dowell, vice president in charge of agency 
of 97 Group field men, all on salary, was affairs; Clarence J. Myers, executive vice president. 
developed during the year period. Of 


these, 54 are experienced Group men by number of Group cases is coming West Coast during June were the re- 


and the balance are new men in train- from the company’s agents and for the — sult of collective barg: ining. These plans 

ing. Present plans call for the opening ™o0St part represents new groups where provide Group benefits for 19,000 lives. 
ee igh a : ; no Group insurance was previously in Some well known companies which in- 

of three additional offices in the near ¢ é ; ‘ iegore ‘ i , 

. force. The company’s average size sured groups of employes with New 

future. Group case insures 145 lives. York life during the past year are the 
The home office Group department Dudley Dowell, vice president in Hudson Motor Car Co., Louisville & 


charge of agency affairs, said Group Nashville Railroad, Anaconda Copper 
furnishes new opportunities for opening Mining Co., Pacific Car and Foundry 
doors which lead to individual insurance Co., Central Louisiana Electric Co., 


which now totals 152 employes, is di- 


rected by Arthur M. Browning, assistant 


vice seaiions in charge of Group ad- with those insured under Group con- Chris Craft Corp., Compton Advertis- 
ministration; Doni ' _D. Cody, Group © tracts, ing, Inc., Chicago Livestock Exchange 
actuary; and Leland F. Lyons, assistant Two Collective Bargaining Cases and the International Bank for Recon- 
vice president in charge of —— sales. Two large Group cases sold on the © struction and Development. 


Assistant Vice President Leland F. 
Lyons said that in June 110 new Group 
cases were written. He said that 85% C an TE ane ome ~- 








Guardian Life Extends 
Substandard Term Plans 


Guardian Life has announced that all 


its term and part-term plans of insurance 
have been made available in all of the 


company’s substandard rating classes. 





Effective July 1, the following contracts 
will be issued at mortality ratings up 
to 500%: Convertible Term, Family The real test of the worth 
Guardiz “amil ‘ome, Mortgage - : : | 
uardian, Family Income, Mortgage In of a sickness and accident | 
surance. 
The Guardian's regular retention limits policy comes at claim time. q 
for substandard risks, which were 1in- | 


creased early this year, will apply to 


all the above plans, and substantial 


So the right kind of claim service is 


popular. { . oe Ets , 
disability field, we invite comparisons 


gee eal atl will be available all-important ... to the policyholder . . . to you who 

all classes. | | 
_ The extension of substandard term ¢ stake your reputation in selling the case. 
issues should be especially helpful in | 
business insurance cases, where the } . 

Guardian’s term plans have proved very { As a leader in the non-cancellable 


Section 213 |: of benefits ... of premiums... of service. But we 














; ; | especially welcome your attention to the manner | 
(Continued from Page 1) : A x 
a in which we treat the policyholder. | 
Richard Rhodebeck, president, United States 
Life. | 
Benjamin N. Woodson, executive vice presi- 
dent, National Association of Life Under- \ é 
writers. ‘ 
Personnel of the technical committee THE 
follows: 
‘ 
James H. Braddock, actuary, New York Life. i INSU RANC E COMPANY 
Malvin E. Davis, vice president and actuary, | WORCESTER 2. MASSACHUSETTS { 
Metropolitan Life. 
Ricl 1 ; os es e presic assa ; ‘ 
se = Mat ; e ayaa ae, Neen ‘ SW h; PIRIRINION 65. soos sca sess se eas President 
M' promed Hon all executive eee 4 Edword R. Hodgkins, Vice-Pres. and Mgr. of Agencies j 
Spencer L. McCarty. | 
E. M. McConney, president, Bankers Life Co. | 
i ae ee ee uaidies NON-CANCELLABLE ACCIDENT. & HEALTH e LIFE ¢ GROUP 
United States Life. H Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
William J. November, second vice president, i 
Equitable Society. ' ee = — — 
H B. Wickes, vice president, Security Mu- r 4 
tual Life. t 7 as tht, ~~ p~ —~ -— oa pen 





















































































WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


I1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, II. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 











Associate General Agent 
State Mutual, Indianapolis 





Shen-Courtney 


LEON LAWHEAD 


State Mutual Life of Worcester has 
appointed Leon Lawhead, CLU, asso- 
ciate general agent of the Ross M. 
Halgren agency in Indianapolis, it has 
been announced by Robert H. Denny, 
vice president and superintendent of 
agencies. 

Mr. Lawhead, who has maintained an 
outstanding personal production record 
since joining State Mutual in 1946 fol- 
lowing three years of service in the 
Navy, will direct the agency’s planned 
expansion operations throughout Indiana. 

Graduate of University of Illinois, he 
Peo: the CLU designation in 1949 
and is currently first vice president of 
Indianapolis Life Underwriters Associa- 
tion. He is vice president of the In- 
dianapolis Alumni Association of Uni- 
versity of Illinois and is active in church, 
civic and lodge affairs. 


I. M. Gilbert Finemesei 


The appointment of I. M. Gilbert 
as a superintendent of agencies has been 
announced by Crown Life. Mr. Gilbert 
joined the staff of Crown Life in 1916. 
For a number of years he was in charge 
of the company’s advertising and sales 
promotion — activities and has many 
friends in LAA circles. In this work he 
was closely associated with agency activi- 
ties and his efforts in this direction were 
recognized in April, 1942 when he was 
made an agency supervisor and an officer 
of the company. He was promoted to 
associate superintendent of agencies in 
January, 1951 and now becomes a super- 
intendent of agencies. 
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U. of Pa. Annual Summer . 


Forty-three high school teachers and 
other educators began a six-week sum- 
mer workshop in family financial security 
education at the University of Pennsyl- 
vania last week. At a dinner meeting 
they were told by Dr. Herold C. Hunt, 
general superintendent of the Chicago 
Public Schools, that teaching money 
management in high schools is one of 
the “most significant and heartening de- 
velopments in American education to- 
day.” 

The workshop program which began at 
the university is the third such pro- 
eram to be held at that institution. It 
is one of four being held in American 
universities this summer, all sponsored 
by the Committee on Family Financial 
Security Education, of which Dr. Hunt 
is chairman. The teachers and other edu- 
cators attending the workshops are all 
recipients of scholorships awarded by the 
committee and made possible through 
erants from the Institute of Life Insur- 
ance. 

Dinner Speakers 


Holgar J. Johnson, president of the 
Institute, was a speaker at the opening 
dinner meeting, as was also Dr. Edith 
Carson Smith, vice - principal, Dana 
Junior High School, San Diego, Cali- 
fornia. Presiding at the dinner meeting 
was Dr. George C. Galphin of Drexel 
Institute, coordinator of the workshop. 
All of the speakers emphasized the need 
today for teaching young people in high 
money 


schools the fundamentals of 


management and the wisdom of planning 
for financial security. 
“Our country will be better off,” Mr. 


Johnson said, “if young people, and adults 


too, can be won away from the all-too- 
prevalent philosophy that thrift and sav- 
ing are old-fashioned and out-of-date. 
Along with you educators, we in the life 
insurance business believe that the best 
things and the greatest satisfactions in 
life come as a result of your own efforts 
in doing things on your own initiative 
and in your own way.” 

Under the direction of Dean C. Canby 
Balderston of the University’s Wharton 
School of Finance and Commerce and 
Dean E. Duncan Grizzell of its School of 
Education, the “teacher-students” attend- 
ing the workshop will receive an inten- 
sive course of instruction in personal 
financial management and will be en- 
couraged to develop materials and units 
of study which they can use in their 
own schools next year. About half the 
group of 43 educators are classroom 
teachers in high schools, teachers’ col- 
leges and junior colleges; the others are 
high school department heads, super- 
visors in city school systems, and other 
school administrators. They represent 27 
states and the District of Columbia. 

Pointing out that the Workshop pro- 
gram is geared to one important area 
of concern to every individual—personal 
financial management—Dr. Hunt said 
that the program had as its purpose the 
better and more effective training of rep- 
resentative teachers in the broad field 
of family spending and investment. “The 
wise use of money is a lesson importé ant 
to individuals, to families, to organiza- 
tions, and to governments,” he said. “It 
is a lesson needed more today than ever 
before. Happiness and success are de- 
pendent upon it. 

“High school curriculums must undergo 
considerable revision and modification if 
the needs of our young people are to be 
served,” Dr, Hunt said. “Increasingly 
school must make sense for our girls 
and boys or they will continue to lose 
interest in it. The price of the perpetua- 
tion of our American Republic is an in- 
telligent and informed citizenry, and that 


is the respoftsibility of our schools. We 
cannot afford a high school mortality 
rate as high as that existing today with 
less than half of the pupils who enter 
the fifth grade graduating from high 
school. That rate will be lowered only 
if and when curriculum offerings are 
built around the pupils’ needs and ex- 
periences.’ 


Third Annual Workshop 


The program at the University of 
Pennsylvania this summer is the third 
annual workshop at that institution 
sponsored by the Committee on Family 
Financial Security Education. At the din- 
ner meeting, Dr. Hunt and others re- 
viewed what some of the earlier work- 
shop graduates are now ac complishing in 
their own schools. In community after 
community, it was reported, schools are 
paying more attention to money man- 
agement as a necessary and proper sub- 
ject to be taught in junior and senior 
high schools, and the teachers and their 
students alike are finding this to be a 
rewarding and useful subject area. 

For the first time, the committee this 
year is sponsoring summer workshop 
programs on _ other college campuses. 
These are the University of Connecticut 
at Storrs; Southern Methodist Univer- 
sity in Dallas, Texas, and the University 
of Wisconsin in Madison. 


Orband Is General Agent of 
Eastern Life in Binghamton 


Harry Yarin, vice president and _ sec- 
retary of Eastern Life of New York, 
has advised that William A. Orband of 
Binghamton is now and has been a 
general agent of the Eastern since 1949, 


Travelers History 


(Continued from Page 3) 


Linotype Co. Popularity of Group life 
brought in subsequent years such plans 
as Group Accident and Sickness Weekly 
Indemnity, Group Annuities, Group Hos- 
pitalization, Surgical and Medical Ex- 
pense. 

During the early years of Group life 
the plan was limited to employers with 
more than 250 employes. In 1918 the 
minimum number requirement was re- 
duced to 50 lives. As a minimum re- 
quirement of 50 lives mean that hun- 
dreds of thousands of smaller employers 
could not purchase Group life for their 
employes the Travelers presented a plan 
of life insurance called Wholesale in- 
surance, which was similar to Group life. 

Also in 1913 the company pioneered 
a new kind of life contract that auto- 
matically provided for a life income at 
maturity for the insured. Each $1,000 
face amount of the policy provided an 
income of $100 annually beginning at 
65, guaranteed for 10 years and as long 
as the insured lived thereafter. The 
present contracts of Retirement Income 
and Retirement Endowment evolved 
from the Insurance Annuity at 65 con- 
tract. 

Term Expectancy 

In 1929 the company announced to its 
field a Term Expectancy contract 
brought out to meet demands for low- 
cost life insurance on a Term basis to 
continue over the active span of life. 
This contract provided insurance at a 
level premium to expectancy age at a 
rate much lower than Ordinary life. 

The inauguration by the Travelers of 
Salary Allotment insurance came in 
1922. This grew out of the action of the 
company in 1920 making it possible for 
employes of the home office to buy in- 
dividual life insurance by means of 
monthly allotments or deductions from 
salaries and the favorable reaction of 
the employes to this convenient method 
of paying premiums. 

Over the years there have been a 
number of other changes in contracts, 
a list of which would be very long. 











Agents and Brokers Placing 


Life — Accident-Health — Hospitalization . . . 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 


Morgan O. Doolittle, President Peter E. Tumblety, First Vice-President 























Equitable Society Change in Directors of Agencies 





HAROLD J. ROSSMAN JOHN A. CARR 


Appointment of Harold J. Rossman as and two years later filled a similar 
director of agencies of the recently en- post for the New York City Department. 
‘ 2 O07? suhan the Ranitahic i 
larged Northeastern Department f In 1937, when the Equitable 


Equitable Society was announced this 


re-entered 
Texas after an absence of 20 years, Mr. 
Rossman was appointed agency manager 


week by agency vice president Alvin at Houston and assigned the important 
B. Dalager. Mr. Rossman was for- task of re-opening that territory. In 
merly director of the Society’s South 1947 he was appointed director of agen- 
Central Department and has been suc- cies, South Central Department. 

ceeded in that post by John A. Carr, Mr. Carr joined the Equitable as an 
former agency manager at Omaha. agent in 1931, in Omaha. Before the end 


of the first year with the Society he was 
1920, working in the Cashier’s office at appointed field assistant and in 1932 
Chicago. He was later transferred to was made district manager at Lincoln, 
the Agency Department and assigned Neb. Five years later he returned to 
to the home office in New York. In 1934 Omaha with the title of assistant agency 
he was appointed  superi intendent of manager and was named agency man- 
agencies of the Southern Department ager for the state in 1946. 


Mr. Rossman joined the Society in 





Detroit General Agent 
For Mutual Trust Life 


Andrew Asikainen has been made 
general agent for Mutual Trust Life in 
Detroit. He will take over the company’s 
collections, service, and development for 
nine Michigan counties. His offices in 
the Buhl Building at Detroit were 
: formally occupied by Stuart D. Hecox 
vice president in charge of agency op- who has been proesoted to the home 
erations. ae . office staff. Rea Gripman will continue 

The gain in insurance in force since as qa Mutual Trust general agent with his 
January 1 was $45,329,795, also a new _ offices in the Ford Building. 
company record. Total insurance in force During his life insurance career, Mr. 
reached $1,084,235,981 as of June 30. \sikainen has served as a representative 

Mr. Ljung stated that the persistency for the Equitable Society. Later, he was 
of the company’s life insurance in force associated for a period with the Bankers 
is at the highest point in history. Life of lowa in Kenosha, Wis., following 
which he served as district supervisor 
for Bankers Life in Milwaukee. 

AUTO ACCIDENT VICTIM Mr. Asikainen served in a_ civilian 

Fred Beneway, a district agent in the capacity with the Army Air Force and 
Hackensack, N. J., office of John Han- was stationed in Detroit. After the war, 
cock, was killed in an auto accident on he returned to the insurance business 
June 28, A member of the John ays and became associated with the John 
cock organization since 1935, he lived i Hancock in Detroit where he has been 
Riveredge, N. one of the agency’s leading producers. 


Reports Record Gains 

Sales of new life insurance of Jefferson 
Standard Life reached $74,045,662 during 
the first six months of the year, a gain 
of $11,700,000 over the same period in 
1951, and the largest volume for any 
similar six month period in the history 
of the company, announces Karl Ljung, 
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“Dive 


All over this great land of} 




















ours a back-to-God movement | 
is happily gaining tremendous | 
momentum. More than “a. 
before, people are earnestly 
lifting their voices in prayer, 
seeking Divine guidance with] 
which to solve the many difficult 


and complex present-day problems which multiply and increase as the Communists try to : 


exploit and promote their insidious plans for world domination. a. 


This spiritual resurgence inspires confidence in the future for, as a great religious 
leader has said, “What the world needs today is not religious unity so much as the unity 
of religious people.” Fortunately there are 86 million Americans, persons of every religious §, 


faith and creed, every political belief, from every phase of business and social life who, 


— a a 


through life insurance, have one common interest —a desire to continue to safeguard the 
protection they are providing for themselves and their families. If united, they would be an 
invincible army against the thousands of Communists, fellow travelers, misguided social 
planners and innocent dupes who are active 24 hours each day trying to bring about a 


Sovietized America. 


These average Americans have an opportunity each and every day to make a persona 


contribution toward the future welfare and security of our land. That is why we are askinf_ 





our policyholders and all other freedom-loving Americans to make the practical 8 poini” 






program on the opposite page a part of their everyday life. 


ACACIA MUTUAL LIF 


Home Office, Acacia Building! V 
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¢ This Day...” 


YOU CAN PERSONALLY 
COMBAT COMMUNISM 


and of }. See that other Americans are fully and cor- Our Government will be only as strong as 
rectly informed about the true objectives and we make it. 
ement) methods of communism and its danger to all 
sndous| we hold dear. 6. Take a vital interest in the education of your 
| children. Get to know their teachers. Know 
aie. 2. Encourage religion in ‘your community. how school books are selected and what they 
‘nestly| Attend and support the Church of your contain. Be sure that communist poison is 
choice. The word of God is the weapon most not being administered right under your very 
prayer) feared by the communists. eyes. 
> with eer ° : a 
; 8. Take an active interest in public affairs. 7. Don’t join groups—don’t sign petitions, 
ifficult ALWAYS vote in elections—get others out UNLESS YOU FIRST INVESTIGATE 


Stry tof ¢0 vote. THEM! Communists have so perverted such 





words as ‘“‘peace”’ ‘“‘freedom”’ ‘‘youth’”? and 

; Support the election to public office of candi- “mother” that any organization or document 
= dates who understand the scope and serious- using these or similar words should be 
igious! ness of the communist problem and agree to questioned until you know who is behind it. 
- unity) ork for its elimination. 
8. If any evidence of communism at work 
ligious§, Be fair with your Government. In the interest should come to your attention, get in touch 
— of fair play and sound economy, vote on the with your nearest FBI office. Give them all 
= we) basis of what you feel is best for the country the facts and then forget about it, unless 
rd the} and not on the basis of ‘“‘what’s good for me.”’ asked by the FBI to do otherwise. 
be an 
social 
bout 2 


This is a reprint of an advertisement now appearing in leading magazines. 
Mr. Montgomery’s fighting campaign to stamp out Communism has 
been met with overwhelming response and has won national recognition 
from Freedoms Foundation. 





Free pocket size copies of the eight point program printed above may be 
obtained by writing to Mr. William Montgomery, President, Acacia 
Mutual Life Insurance Co.,51 Louisiana Ave., N.W., Washington, D.C. 
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Seated, left to right—Edward R. Gettings, vice chairman of the board, general agent 
Northwestern Mutual, Albany; Mrs. Elizabeth Slawsky, secretary of board, Insur- 
ance Department, Albany; Clarence B. Metzger, 2nd Vice president Equitable 
Society, chairman of the board; Mrs. Esther S. Cooke, guest of the board, Chief 
of Qualifications Bureau, Insurance Department, Albany. 

Standing, left to right—Frank H. Wenner, CLU, general agent, Connecticut 
Mutual, Utica; Frank McManus, special agent, Connecticut General, Binghamton; 
Samuel Godfrey, CLU manager, Metropolitan Life, Troy; W. Merle Smith, CLU, 
manager, Mutual Life of New York, Buffalo; Spencer L. McCarty, CLU, special 
agent, Provident Mutual, Albany; Ward Phelps, CLU, agency department assistant, 
Mutual Life of New York, New York; Earl Trangmar, assistant vice president, 
Metropolitan Life, New York; David B. Fluegelman, CLU, special agent, North- 
western Mutual Life, New York; Elmer Beesley, general agent, State Mutual Life, 


Syracuse. 
Thirteen years ago the first Advisory plaints on the life examinations and 
Board on Life Insurance Examinations ma rg suggestions to the Department for 


: : : : improving the quality of the written 
State of New York, was formed at the examinations, Ps well as to raise the 
suggestion of the then Superintendent gt; <b of the life insurance business. 
of Insurance, Louis H. Pink. Following Walter F. Brooks, Deputy Superin- 
Mr. Pink, Superintendents Thomas J. bakes of Insurance in charge of exam- 
Collen: Robert E. Diacen sed Alfred J. ‘S2Pa8s preornted to the Board staes- 

P 5 . tics showing the results of examinations 
Johlinger have continued the Board and py companies and sections of the state. 
made new appointments when needed to Statistics as to passing percentages, 
Panik: failures and repeating candidates are 

regularly given to the Board. 





This first official photograph, taken 
at the recent semi-annual meeting of the Mie a 
Department UTICA ASSOCIATION DIRECTORS 
Three new directors were elected at 
present membership were appointed to the recent annual dinner meeting of the 
: ae Kaen one : ; pee Utics a Life Underwriters Association. 
the Board when it was formed in 1939. They are: Frederick C. Allnut, Ludwig 
The original Board was composed of Coco, and Frank Bonville. Officers will 

ae nce men from the field be elected at a meeting of the board 
of directors to be held soon. Irving 
Thurston, the retiring president was 
presented a past president’s certificate 
in New York State. Later, the mem- by John Slimm. 


bership on the Board was expanded to 


Board in the came 
Building at Albany, shows five of the 






and three life insurance men from the 


home offices of companies domiciled 





nine field men, in order to give it a 





etter geographical representation in all 








[he principal business of the Board 





to bring to the Insurance iain 












insurance. 






‘e assisted in 
iginal syllabus 










1 to know, and the 

includes it in New York 38. 
: al sent to all people 
preparing for the life examinations. Fre- 
quently the Board has handled com- 
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inted by the It offers a very bright future. All inquiries confidential. Please give full 











LIFE INSURANCE 
RENEWALS course ssi 
RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 

















National Associates Meet 

The National Associates, 25 top pro- 
ducers of Mutual Benefit Life of New- 
ark, held business sessions on July 4-5 
at Roanoke, Va. President of National 
Associates is Alfred J. Lewallen, CLU, 
Miami. 

Business sessions included a_ round 
table exchange of currently effective 
sales ideas, with a contribution from 
each member attending, and_ special 
forum discussions of employe benefit 
plans and estate analysis procedures. 
Mr. Lewallen presided on July 4; Sidney 
Weil, Cincinnati, vice president of the 
Associates, on July 5. Paul W. Cook, 
CLU, Chicago, and Harold M. Covert, 
Allentown, Pa. led the forum dis- 
cussions. ; : 

Company officers participated in off- 
the-record discussions about current 


company developments and plans espe- STRENGTH IN NUMBERS 


cially interesting to these leading sales- 





men. Attending from the home office The Boston Mutual insures 
were is sruce Palmer, executive vice over 431,000 Policyholders 
president; Richard E. Pille, Jr. vice e : 
president in charge of agencies; John through 35 Branch Offices in 
J. Magovern, Jr., vice president and key New England citi 
counsel; John D. Brundage, director of Y 3 em 
agencies, and Mildred F. Stone, CLU, JAY R. BENTON, President 


director of policyowner services, who 








serves as permanent secretary for the 
National Associates. 

The National Associates’ meeting pre- 
ceded the company convention at Hot Allentown General Agent 


Springs, Va., July 8-9. ~ 
Mass. Protective & Revere 








Cavanaugh Month Drive 
Reached New High in June 


The agency force of the Federal Life 
of Chicago produced more new business 
during June, the birth month of its presi- 
dent, L. D. Cavanaugh, than has ever 
been produced in a similar period in the 
company’s history. This information was 
released July 2nd by Spencer R. Keare, 
executive vice president and superin- 
tendent of agents. 

Mr. Keare reported that new life in- 
surance written during June, 1952, ex 
ceeded the June, 1951 business by 50% 
and A. & H. business exceeded inet 
June’s production by 25% 

A special campaign for new business 
was conducted in Mr, Cavanaugh’s honor 
as has been done since 1939 when he 
was elected president of the company. 
His 38th anniversary with the Federal 
Life will be celebrated August 10, 1952. 



































R. A. Metzger 


conducted at semi-annual meetings is QUESTION: Are you the able, realistic type of person that is looking CONSTANTINE A. TRIG ONOEL OS 


a tndiitey's Scint of whew: te deepest for a position in the group actuarial field with a substantial, progressive Constantine A. Trigonoplos has been 
- ‘ i P - 7 rener: age i Poe nee ve . 
to qualifying examinations for life in- company in the mid-west — one of the large group writing companies? named general agent of Massachusetts 
ea aecl It | : ee Protective Association, Inc., and the 
Surance agents. t has also CC! . . . °¢ 
= scape ' “uae tevined If you have completed at least five of your actuarial examinations and Paul Revere Life at Allentown, Pa. He 
S< Stactor means or the nsurance . oc c r 
Department to di bates tines have had some experience (not essential) in the Group Annuity Field, will open a new office for the Worces- 
to the life insurance people who are please get in touch with us. The position is assistant to the Group 7 seca 2 a atin ee 
training men to service and sell life Actuary with a salary commensurate with experience and qualifications. ee ee ee ae 
Trigonoplos attended Potomac State 


Junior College. In 1949 he joined the 
companies as a special agent in Wash- 


particulars as to experience, training, education, and personal qualities. ington, D. C., where he compiled an 


outstanding sales record. 


late for Send your reply to Box 2108, The Eastern Underwriter, 41 Maiden Lane, a 
Y Ply 


DR. 3: 4. EVANS DIES 
Dr. J. L. Evans, 73, medical director 
of Farmers and Bankers Life, died re- 
cently at his home in Wichita. 
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ae * 2 ais - Rapids agency. He joined the Grand ’ 
. M. Hubbar nager at gee S. D. Hecox’s New Po 
District Supervisor of T M ° ba d Ma ag ‘s Rapids agency in 1945 and after estab- Moeilnsl —teivtin. 9 2 si te ner 
Lewis ts Sprague Agency Madison for Mutual Life lishing a record as one of the company’s’ Styart D. Hecox as assistant educational 
Thomas M. Hubbard has been named leading field representatives, he was ad- director in the home office agency de- 
manager of the Madison, Wis., agency vanced to supervisory and training partment. Prior to his appointment to 
: : Fe 5 _ positions. this home office staff position, Mr. Hecox 
of Mutual Life of New York. Mr. ~~ During a tour of duty with the U.S. was general agent. for Detroit and 
bard will succeed John R. Holland, who Navy which lasted over four years, Mr. vicinity. 
has resigned his post to devote his full Hubbard served as a dive- bomber and Mr. Hecox went with Mutual Trust 
time to field work. fighter pilot on several aircraft carriers. after five years of field experience as 
Mr. Hubbard, 32 years old, has been He attended Olivet College and Miami a member of Northwestern’s Mutual’s 
a member of the field training staff at University, and is a member of the Detroit general agency. During the war 
= Mutual Life’s home office and previously Army and Navy Club and the Junior he served as an executive in the Office of 
was an assistant manager of the Grand Chamber of Commerce. Price Administration. 
EUGENE R. HOOK 
As announced in last week’s issue of 
The Eastern Underwriter, Eugene R. 
Hook has been appointed as district su- 
pervisor of the Lewis C. Sprague 
Agency of Provident Mutual Life in 
New York. Mr. Hook has been one of : 
the leading producers of the company os Convenrencé 
and has qualified for the Provident . - wholders 
Round Table, top sales club of the com- to Poltcy 
pany. During the past several years 
he has been active in life insurance 
activities and will serve as secretary for 
public relations of the Plainfield Life 
— Underwriters Association during the 
coming year. He has also been ap- 
pointed to the state association’s legisla- 
tive committee. 
re A native of Wisconsin, Mr. Hook 
5 graduated from the University of Wis- 
consin in 1940 before going to Plain- 
field. Last year he was elected council- 
man-at-large in Plainfield and is cur- 
rently chairman of the tax, assessing 
and finance committee. For a number 
of years he has been active as a worker * 
on Red Cross and Community Chest e 
work. In his new work, Mr. Hook will 
be associated with Charles Farrow, CLU, 
and Harold Moore, both of Westfield, 
and Kermit Dow of Gladstone. His 
office will be in Westfield. e¢ 6 
ital Gates You can create new business and increase present 
: e Mice Honored volume by persuading your clients to finance their Life Insurance Premiums through 
Frederick G, Thompson, superintend- THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 
ent of agencies of Colonial Life of 
America, was the haan guest on the 
20th anniversary of his connection with 
the company at a recent dinner held at PRINCIPAL FEATURES: 
Leone’s Restaurant, New York. The i ™ 
dinner was sponsored by the managers Te Your client signs a note for the total 3. Your client repays the Chase in 
and field managers of the 20 branches fe i 
under Mr. Thompson’s supervision. Man- ene oe usually pay at convenient monthly installments, 
ager Walter Burke of Brooklyn was the a 2 
oT dies tee dee sede quarterly rate to carry his life over a period of one year, at the 
and served as toastmaster for the eve- insurance for one year. same total cost, in most instances, as 
; ning. Also in attendance at_ the affair 2 The Chase li ; : hi / 7 . 
a were President Richard B. Evans, Vice ” pays your Client's premi- is insurance charges would be if 
DE ; President and Secretary James G. ° ° ° 
* Bruce, and associates of the honored ums for a full year in advance. he paid them on a quarterly basis. 
een guest from the agency department. 
etts . 
ace Se cres = Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, és 
He _ OFFICE SPACE DOUBLED __ available in quantities to underwriters for distribution to their policyholders. 
ces- The Wichita district headquarters of 
: Metropolitan Life is doubling its  of- 
fice space with ample provision for 
Mr. future growth, A. W. Brock, district rif { HA 
tate § manager announced, The district office 
the E Which has been located in the First Na- 
ash- g tional Bank Building for the past 23 
an 3 years, will move into its recently com- OF THE CITY OF NEW YORK 
2 pleted one-story brick building. The air- P ’ 
conditioned building will house the office Member Federal Deposit Insurance Corporation 
of seven clerks and 25 agents as well as E 
ail those of Mr. Brock’s three assistant Consumer Credit Department 
sae managers. Mr. Brock has been associated 


52 Cedar Street 


with the Metropolitan Life for 29 years. 
e has served as manager for 24 years. 


Telephone HAnover 2-6000 


New York 15 
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OCEAN SPEED RECORD BREAKER 


Although thousands of em- 
bark on 


business 


persons 


overseas voyages in order to 


escape and social demands on 


their time while on shore, pay a lot of 


money for the privileges of such a 


respite, and some decades ago would 


spend a month sailing to Europe, the 


public has always been fascinated by 


record-breaking in connection with ve- 
one of 


hicles of transportation. It is 


those inconsistencies ingrained in the 


character of individuals. 

During Lindbergh’s classic solo flight 
from New York to Paris people in most 
parts of the civilized world thought of 
little else as they worried over whether 
the that 


known aviator would land safely which 


intrepid and until time un- 
he did, becoming an international hero. 


Competition for speed records of all 
kinds load down the sporting pages of 
the daily papers. 

The latest example of keen interest in 
travel time-saving was demonstrated the 
past the maiden voyage 
of the United States. This 


greatest of America’s de luxe steamships 


few days by 
superliner 


had on board an unusually large number 
of correspondents from different coun- 
tries, accompanied by camera men. 
These news representatives were more 


interested in whether the steamer would 


win the transatlantic ribbon for speed 
than they were in details of the ship 
itself. 


Commodore Harry Manning, himself 
a heroic figure, would not admit at his 
daily press conference that the ship was 


trying to break a speed record, but it 


did, negotiating the voyage from Am- 
brose Lightship to Bishop’s Rock in 
three days 10 hours 40 minutes. The 


Queen Mary’s record was three days 20 
hours 42 minutes. Average speed of 
S.S. United was 41 land 
an hour. The passengers celebrated the 


States miles 
event by drinking champagne although 
the that 
at sea to which they had been looking 


fast voyage meant their hours 
forward with so much anticipation had 
been considerably shortened. 

And that S.S. United 
States the blue 
ribbon of the Atlantic for long as Com- 
told that 


atomic ship 


now it seems 


may not have coveted 


modore Manning reporters 


application of energy to 





engines will probably eventually chop 
down the hours of transatlantic voyages 


still more. 


CREDIT LIFE INSURANCE 
The development of credit life insur- 
ance and its even younger companion 
health 
pointed up by a committee report to the 


credit accident and insurance is 


recent meeting of Insurance Commis- 


sioners at Chicago setting up proposed 
rules and regulations for the conduct of 
this class of business. The coverage is 
usually blanket insurance for borrowers 
and instalment purchasers to pay bal- 
ance of debt, issued to the lending in- 
the merchandise 


stitution or seller of 


as beneficiary. 


Illustrating the dramatic growth of 
credit insurance, one company which 
writes this indemnity exclusively had 
$15 million in force at the end of 1940 


after being in business fifteen years but 
ten years later it wrote in 1950 a total 
of more than $180 million. Several com- 
panies, more or less specializing in the 
field, have in recent years run up more 
$100 From the 


nature of 


than million in force. 
the coverage—non-renewable 
Term—the lapse rate is high but costs 
are very low. 

This lusty youngster of the insurance 
family has brought with it some special 
problems which have been under study 
the 
Commissioners for some time. The pro- 


by a subcommittee of Insurance 
posed rules and regulations are exten- 
sive and as Zack D. Cravey, Georgia 
Commissioner, chairman of the commit- 
tee, said: “While these regulations do 
not solve all the problems governing the 
Life and Credit Accident 
and Health insurance, they are the basis 


sale of Credit 


on which the states can begin this su- 


pervision.” 


G. L. Bannister, auditor of Pacific 
Mutual Life. has been elected vice presi- 
dent of the Los Angeles Chapter, Insti- 
tute of Internal Auditors. One of 39 
units of the parent organization func- 
tioning throughout the United States, 
Canada and elsewhere, the Los Angeles 
Chapter comprises over 100 members. 


Mr. Bannister is active also in the 
Insurance Accounting and_ Statistical 
Association and recently spearheaded 


the formation of its new chapter in the 
Los Angeles area. 








JOHN L. MAGENHEIMER 


John L. Magenheimer, assistant United 
States North British 
Group, has completed 29 years with the 
honored with a 
luncheon at the Bankers Club on July 
2. Mr. Magenheimer was appointed to 
his present post in 1951. Associated with 


manager of the 


organization. He was 


the group since 1923, he has held home 
office and field positions, being recalled 
to the New York home office in 1946 as 
Western 
1948 he has been assigned to administra- 


department secretary. Since 


tive duties. 


x ok OX 
Richard J. O’Brien, assistant superin- 
tendent of agencies, Bankers National 
Life, Montclair, N. J., who has been 


on a military leave of absence for 17 
months, will resume his business career 
on July 14. Before he was mustered out 
Mr. O’Brien was promoted from major 
to lieutenant colonel in the Air Corps 
Reserve. He has been stationed at 
Strategic Air Command, Hq., Omaha, 
Neb. 
x ck & 

Perez F. Huff of Los Angeles, resi- 
dent vice president of the Bankers Na- 
tional Life for the Pacific Coast, and 
Mrs. Huff sailed July 2 on the SS. 
Independence for a trip abroad. Before 
he left Mr. Huff visited old friends in 
New York and his company’s home office 
in Montclair, N. J. Although he has 
been active for over 50 years in life 
insurance he is still going strong in his 
production efforts and in his love for 
the business. He and Mrs. Huff will 
spend most of their time abroad on the 
Riviera. They will return to the States 
September 18. 

* * x 

John H. Beckley was honored at a 
luncheon recently in Hotel Statler, Buf- 
falo, by the Buffalo branch office of the 
New York Life upon completion of 35 
vears’ service with the Buffalo office. 
Luncheon was given by Branch Mana- 
ger Charles C. Browning. 

* * x 

Richard B. Evans, president of Co- 
lonial Life, has been named chairman 
of the East Orange, N. J., Community 
Chest Drive this fall. Richard D. Nel- 
son, vice president and treasurer of 
Colonial Life, will serve as co-chairman 
of the insurance and finance division 
of the coming drive, and Erie Johnson, 
vice president, will serve as chairman 
of worker education and training of 
the over-all campaign for the Oranges 
and Maplewood. 








William L. Wallace, vice president of 
the Pacific National Fire, has retired. 
His lifetime career in insurance dates 
from 1602, when, at the age of 15, he 
started as a placer. Steadily working his 
wav up, he joined the Pacific National 
in 1932, where he subsequently held key 
positions, including manager of Pacific 
National’s Eastern department, with 
headquarters in Philadelphia. Prior to 
leaving San Francisco for the East Mr. 
Wallace was presented with gifts at a 
series of farewell luncheons. 

* % 

Byron K. Elliott, executive vice presi- 
dent and a director of the John Han- 
cock, has been elected a director of 
Arthur D. Little, Inc., nationwide indus- 
trial research and engineering firm, with 
headquarters in Cambridge, Mass. Judge 
Elliott is also a trustee or director of a 
number of educational institutions, 
banks and other corporations. 


ce Gk) ae 











Henry M. Wriston (left) and 
R. McAllister Lloyd. 


M. Wriston, 


Brown University, is the first educator 


Henry president of 


to tender an application for a College 
Retirement Equities Fund annuity policy 
to R. McAllister Lloyd, president of 
CREF. Participation in this newly cre- 
ated fund is open to all present and fu- 
ture contributing policyholders in Teach- 
ers Insurance & Annuity Association 
which administers annuity programs for 
600 educational institutions. “What we 
have evolved,” said Mr. Lloyd,” is a 
method for letting beneficiaries of an- 
nuity programs benefit directly during 
retirement from the increased number 
of dollars that usually accompanies an 
inflationary increase in equities. We are 
limiting participation in CREF to those 
who maintain their fixed-dollar annuity 
policies with Teachers Insurance & An- 
nuity Association.” 
* 


* 
Thomas I. Parkinson, president of 
Equitable Society and a_ trustee of 


Columbia University, has accepted the 
chairmanshin of the reconstituted Ad- 
visory Board of the University’s Insti- 
tute for Urban Land Use and Housing 
Studies for the three-year period end- 
ing June, 1955. Another insurance man, 
Stewart McDonald, chairman of the 
board of Maryland Casualty, is a mem- 
ber of the Institute Advisory Board, 
which is composed of 14 leaders in real 
estate, banking and insurance. 
* * x 


W. C. McCord, former president of the 
Southland Life, Dallas, has been elected 
president of the United States Radiator 
Corp. 
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Bohlinger in Chicago 
In the group of New York State offi- 
attending the Republican conven- 
this week in Chicago is Alfred J. 
Superintendent of Insurance. 
x ok * 


Cost of Liner United States 

The maiden voyage of the liner 
United States, under the direction of 
Commodore Manning, broke all trans- 
Atlantic speed records on its maiden 
voyage when it reached Le Havre from 
New York in three days 17 hours and 
43 minutes. 

Considerable misunderstanding on part 
of the public has been aroused among 
people by Comptroller General Lindsay 
Warren’s sharp criticism of the contract 
under which the ship was constructed. 
The contract provided that the govern- 


cials 
tion 
Bohlinger, 


ment build the 990-foot vessel and sell 
it to the United States Lines for $28,- 
087,000 although the final cost of the 
53,300-gross-ton vessel was in the 


neighborhood of $73,000,000. This meant 
a government contribution of $18,000,000 
for construction subsidy and $27,000,000 
for defense features. Warren, charging 
that the contract was illegal because the 
subsidy was “excessive,” demands that 
the pact be voided and the steamship 
company required to pay another $10,- 
000,000. Secretary of Commerce Charles 


Sawyer, in whose department is the 
Federal Maritime Board, has told the 
Comptroller General that the charges 
are unfounded and that the contract 
must be observed or else the govern- 
ment will have a ship on its hands that 
it cannot sail and a lawsuit it cannot 


James P. Mc- 
has been ordered by President 
investigate the subsidy for 
whether it was exces- 


win. Attorney General 
Granery 
Truman to 
determination of 


sive. 
Walter Hamshar, marine editor of 
New York Herald Tribune, in a long 


article in his paper, defends the contract 
and says that Comptroller Warren's 
censure may have serious effect on the 
Merchant Marine of this country. “Since 
Mr. Warren has challenged the con- 
tracts made by the Government and de- 
manded that they be voided two to 
three years after being made,” says Edi- 
tor Hamshar, “many steamship compa- 
nies contemplating construction of ships 
have shelved their plans. The potential 
troopship fleet in an emergency is now 
only 66% of its size before World War 
Il. The existence of the United States 
and fast vessels of her type could save 
the nation by speedily delivering an en- 
tire division to some critical battlefront. 
This happened during World War II 
with the Queen Mary. If such an emer- 
gency dev ‘eloped at some future time the 
United States would repay her cost in 
one voyage.” 
*. * 
69 Years Young 

It has come to my attention that “Old 
Bill” Hadley has had a birthday anni- 
versary. It occurred on Monday of this 
week, July 7. It was just 69 years ago 
that Mother Hadley added Bill to the 
then existing brood of six youngsters 














that 
The 


living at 
England. 
family later rounded out an even dozen. 

Matters having to do with the moving 


up the family, 
Staffordshire, 


making 
time in 


of the offices of The Eastern Under- 
writer so completely enveloped Bill at 
the moment made it impractical to inter- 
view him for publication in this issue. 

He did ask me to THANK the many 
friends who sent him telegrams, letters, 
cards and those who made ’phone calls 
in connection with his birthday anni- 
versary. 


Ss -  &* 


Ignore McCarthy’s Letter 

All of the insurance companies which 
have been advertising in Time maga- 
zine, as well as other users of large 
space in the Luce publication, have re- 
ceived long, single-space letters from 
Senator McCarthy of Wisconsin asking 
them to discontinue their advertising in 
this medium. Reason is the resentment 
the Wisconsin Senator feels because of 
a profile story about him which Time 
ran some time ago. Since then Mc- 
Carthy has lost no opportunity in mak- 
ing sharp criticism of the magazine and 
its publisher.. He thought the best way 
to punish Publisher Luce was by caus- 
ing him loss of advertising revenue. 
The fact that he has written to the 
advertisers to withdraw their ads has 
irritated editors all over the country. 








As far as is known the McC arthy 
letters to the advertisers have been 
ignored. 

a. ee 


H. P. Jackson’s European Trip 

Harold P. Jackson, president, Bankers 
Indemnity of Newark, and Mrs. Jackson, 
have recently returned from a 7,000 mile 
motor tour through western Europe 
which included France, Spain, Italy, 
Luxembourg, Switzerland, Belgium, Hol- 
land and western Germany. Because of 
Mr. Jackson’s prominence in the traffic 
safety movement—he is chairman of the 
Traffic & Transportation Conference in 
the National Safety Council and ad- 
visory committee chairman, accident 
prevention department, Association of 
Casualty & Surety Companies—his ob- 
servation on European traffic regulation 
and control are of particular interest. 

In an interview with him the other 
dav Mr. Jackson spoke in highest terms 
of highway engineering and mainte- 
nance generally throughout the coun- 
tries visited abroad, noting that most of 
this construction was done with an eye 
to its military importance. 

“The highways in countries we vis- 
ited,” said Mr. Jackson, “are exception- 
ally well marked and the direction of 
traffic, without exception, efficiently con- 
ducted. The adv: antage of enforcement 
of traffic regulation by national author- 
ity was quite apparent in contrast to the 
often conflicting authority in the United 
States between state and municipal po; 
lice. Enforcement was strict but just 
and courteous. 

“One instance of the impartiality of 
enforcement was the case of an ac- 
quaintance, the consul in Spain repre- 


senting a foreign country, who was ar- 
rested for failure to have a tail light 
on his car in operation. He was fined 
and there was no discussion of diplo- 
matic immunity or excuse with a warn- 
ing. 

“Most of the traffic police are espe- 
cially trained and have had military 
experience. They are smartly uniformed 
and universally respected.” 


Mr. Jackson further remarked that 
although the quality of the gasoline 
abroad leaves much to be desired, there 


is an ample supply and pumps are well 
distributed throughout the whole area. 
His motor was entirely without mishap, 
but repair stations were quite generally 
available. 

The Bankers Indemnity presid ent also 
pointed out that hitch-hiking is strictly 
forbidden in European countries and the 
regul ition enforced. Continuing he said: 

“Throughout Europe literally millions 
of bicycles, motorcycles, motor scooters 
and small cars are in use but we ob- 
served very few accidents, and even in 
such cases the injuries or damages 
were not great. This is due to the 
relative lighter weight of the vehicles in 


contrast to the heavy cars in use here 
in the United States.” 

The traditional courtesy among Euro- 
pean people, Mr. Jackson felt, was also 


a contributing factor in the avoidance 
of accidents. A strong advocate of strict 
and intelligent enforcement as the best 
means of combating the mounting toll 
here, he found much evidence in Europe 
in support of this thesis. 

Insurance claims follow the pattern 
here in respect to property damage and 
material damage but bodily in- 
jury claims are settled comparatively 


losses, 


low figures. 

Tourist travel in Europe is reaching 
a high peak this summer as already in- 
dicated, and many visitors are taking 
advantage of the extensive facilities now 
offered there for the rental of cars 
either with or without drivers. This 
plan offers to the tourist much greater 
opportunities for pleasure than othe 
means of travel, said. 

As to economic conditions, Mr. Jack- 
son stated that Spain appeared to be 
making substantial gains under the 
strict discipline imposed by Franco 
Heavy spring rains give promise of an 
excellent harvest, and a heavy tourist 
season will patronize the hotels and well 
stocked stores and strengthen the cut 
rency. His further impressions are as 
follows: 

“Italy has not fared so well; there is 
political strife and the communists are 


more influential here than anywhere else 
in Europe. There is much unemployment, 


all business suspends for two hours at 
midday, and there appears to be a lack 
of drive and determination on the part 


of the people so economic 
well-being. 

“In France the people seem crushed 
by the cruelties of the occupation, the 
false maquis and the terrible bombing 
of the cities. While the politicians vie 
for material gains, the people seek to 
live life in their own easy wav with no 
concern for international affairs, the 
UN or the NATO. Agricultural produc- 
tion is vastly improved with modern 
techniques and machinery and the gov- 
ernment is making marked progress in 
the development of new electrical 
duction, and pipe lines to convey oil < 
crisscrossing the country. 

“Switzerland, Belgium 
are virile and prosperous, but it is in 
western Germany that recovery from 
the effects of the war are most evident. 
The people are working long hours with 
patient determination, industries are ex- 
panding, and everything supports the 
prediction of a British officer in the 
occupation zone to the effect that very 
soon West Germany would be the 
strongest unit in the European family.” 

It was also noted how little the peo- 
ples of Europe were concerned with the 
possibility of the outbreak of another 


necessary to 


and Holland 


war, much less so than here. This is 
probably because they are not exposed 
as we are here to the impact of pro- 


voking suggestions and apprehension by 
the press, radio and television. The lat- 
ter does not exist; the radio is con- 

















H. P. JACKSON 
cerned more with entertainment fea- 
tures, and the press seems largely de- 


news. 
there appeared every- 
strong antagonism to 
Jackson emphasized. 
indulge in frequent 


voted to domestic 
Excepting Italy, 
where to be a 
communism, Mr. 
A\gitators in Paris 


disturbances but the efficient Paris po- 
lice are masters of the situation. Only 
recently, at the time General Ridgeway 
took over the command at SHAPE, 


the police clapped the No. 1 communist, 


Duclos, into prison. 

During his visit Mr. Jackson called 
upon the officers of the American For- 
eign Insurance Association at Paris and 
Rome. 


* * * 


To Speed Reports of Commissioners’ 
Committees at NAIC Conventions 


Having made a start at the recent 
annual convention on improvel nent ot 
press relations at meetings of National 


Association of Insurance Commissioners 


an effort will be made to make the plan 
more effective for the New York con- 
vention of the Commissioners in De- 


cember. 

At Chicago the mimeographed repro- 
duction of committee reports did not 
work out so smoothly as had_ been 
hoped, in part because of the use of the 


machines in the early part of the con- 
vention on the long list of registration 
with Th tel room numbers of the conven- 
tion-goers, and also the issuance of a 
very long report on legislative situations 
in various states relative to Blue Cross- 
Blue Shield coverage. Both of those 
matters took a lot of time to mimeo- 
graph. Another delay was on the in- 
sistence for getting complete signatures 
to committee reports whereas a ma- 
joritv of signatures to a report would 
have been ceak. 

It is believed that “the bugs” can be 
ironed out and that a better technique 
can be achieved. 


* * * 


Sue in Three-Ship Collision 

\s the result of the Buffalo Harbor 
collision which caused 10 deaths on Oc- 
tober 29, claims totaling $1,250,000 have 
been filed in Admiralty Court, Buffalo. 
Involved in the collision were the 
steamer Penobscot, the tug Dauntless 
12 and the gasoline barge Morania-130. 


Owners of each of the vessels also 
have filed cases in Admiralty courts, 
objective of these suits being to seek 


limitation of liability to the approximate 


value of their vessels. Of the other 
claims most were filed by relatives of 
seamen lost in the tragedy. 


The Nicholson Transit Co. has entered 
a claim to its Penobscot and another 
action has been filed for loss of part of 
the Morania’s cargo, the plaintiff being 
California Oil Co. 
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Congress Takes No 
Action on Flood Plan 


RFC CHAIRMAN FAVORS BILL 


Says Insurance Industry Arguments 
Against Flood Covers Would Not Be 
Applicable to Government Plan 





Congress adjourned without taking any 
action on an Administration bill to pro- 
vide direct. government flood insurance 
as well as reinsurance of commercial 
company flood policies under the direc- 
tion of the Reconstruction Finance Cor- 
poration, but in its last week the House 
Banking and Currency Committee heard 
RFC testimony in favor of the og 

Reading a statement for RFC Chair- 
man Harry A. McDonald, Solis ee: 
RFC general counsel, actually presented 
the argument. McDonald’s statement, on 
the other hand, opened with the com- 
ment that the testimony was presented 
in answer to a request from President 
Truman that McDonald “present to your 
py facts and data” in support ot 
he bill. 

Answers IEA Report 
statement acknowled; ged that “the 
this country, 


The 


great insurance industry of 

through the Insurance Executives Asso- 
ciation” had recently completed a study 
of flood insurance, concluding that “in- 
surance against the peril of flood applic- 


able to fixed property cannot successtully 


be written and that any specific promise 
of indemnity for loss by flood must 
therefore be regarded as in the nature ot 





a rg or relief payment, which are 
outside ‘ope of private business and 
of reece 
He said “I 
judgment of Insurance 
Association in concluding 
prac ticable considerations, 


he x 


the good 
Executives 
that, for 
the funda- 


do 


the 


not question 


mental requirements of insurance in a 
specific flood insurance undertaking can- 
not be met by the industry. 


But, he argued, “the principal ob- 


stacles which appear to have prevented 
general insurance of flood risks by the 
insurance industry seem to a consider 


able extent inapplic: ible to governmental 


insurance.” He cited these as insufficient 
reserves; lack of carvan for a profit; 
the: supposed uncollectibility of com- 
pensatory rates. 


The McDonald 
that the bill “provides a 
termining at a minimum 
specific flood insurance in this country 
is practicable.” Under the measure, a 
maximum of $500 million of flood insur- 


statement pointed out 
means of de 
cost whether 


ance could be written during the first 
year, with another $500 million added to 
that ceiling during each of the two fol 
lowing years. 

RFC, in the light of the excellent co 





operation by insurance industry in 


the war damage program, seas ag ex- 
pects the same cooperation if a_ flood 
insurance program becomes effective, he 
said, And there would be maximum safe- 
guards against encroachment on private 


added. The bill anticipates 
cooperation and forbids 
flood insurance where it is 


insurance, he 
the expected 
Government 


otherwise available on reasonabie terms 
and conditions 

“The engineering survey and the con- 
sideration of the subject by the Insur- 


sett lation, although 
adverse) ) reports... 


ance Executives 
they resulted in the 
were a direct wash of the revived inter- 
est in flood insurance the need for 
flood insurance on fixed properties has 
not been questioned by the industry. . 
Public Should Be Protected 
The statement continued ... “the large 
segment of the people of ‘the United 
States who are subject to flood damage 
should be provided with a means of pro- 
tecting itself through insurance the 


Named to Head Directors 
Of the New York Board 


T. Morgan Wil- 


liams, vice presi- 
dent and secretary 
of the Home 
Insurance Com- 
been 
chairman 
of the board of 
directors of the 
New York Board 
of Fire Under- 
writers. H. 
Kiefer, secretary 
of the Aetna In- 
surance Company, 
has been elected 
vice chairman of 
the board. 


pany, has 


elected 





T. Morgan Williams 


Aetna leaes or 


Assistant Secretary 
the Aetna Co, 
Stuart as- 


Insurance 
Branscombe 
has represented 


Directors of 
have elected J. 
sistant secretary. He 
the Aetna and its fire subsidiaries as 
state agent in Maine since August 1, 
1946, the date of his first affiliation with 
the companies. A fieldman in Maine 
since 1937, he has spent his entire busi- 
ness life in insurance. From 1928 to 
1937 he worked in the home office of 
the National Fire. 

He served the next two years as spe- 
cial agent in New England (except 
Connecticut) for National Union Fire. 
For seven years prior to joining the 
Aetna, Mr. Branscombe was state agent 
in Maine, New Hampshire and Vermont 
for the New York Underwriters. He is 
a native of Northeast Harbor, Maine, 
and a graduate of the University of 


Maine. 





inability of the industry to see its way 
clear to issuing flood insurance presents 
for the Government only the alternative 
of hopeless inaction or creative experi- 
mental action.’ 

The statement conceded that flood in- 
surance coverage would run the definite 


chance of adverse selection of risks, in- 
cluding a strong tendency toward in- 
creased purchase of insurance in years 
when floods were more probable. But, 
‘with any general utilization of flood in- 
surance, 4. mortgagees or otherwise, the 
problem of ‘adverse selection’ will be 


greatly reduced or will gradually disap- 
pear.” 
With proper care on the part of those 


administering the program, he said, the 
experiment could be carried on “without 
undue risk or burden on the public 
treasury.” 
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Kansas City F. & M. 
In Field Expansion 


MAKES NINE APPOINTMENTS 


Its New General Agencies in East and 
South Include A. W. Marshall & Co. for 
N. J.; Gordon & Sons for N. H. and Vt. 


In an aggressive move to spread its 
operations into the east and south, the 
Kansas City Fire & Marine has just 
completed the appointment of nine addi- 
tional general agencies for the produc- 
tion of fire and allied lines, according to 


Morton T. Jones its president. 
Along the east coast, and to handle 
the state of New Jersey, the company 


has appointed the well known firm of 
A. W. Marshall & Co. of Newark, for 


the production of fire, inland marine and 


automobile physical damage lines. This 
agency, 30 years old, is one of the 
largest in the state. 

In New England, and to cover the 


states of New Hampshire and Vermont, 
the newly formed general agency of 
Charles H. Gordon & Sons of Manches- 
al N. H., has been appointed. Charles 
Gordon was formerly associated with 
the North America as state agent. 

In the southeastern part of the coun- 
y, the company has affiliated itself with 
H Grady Turner & Son of Columbia, 
S. C., for operations in South Carolina. 
Mr. Turner for 28 years was state agent 
for the Hartford Fire and has just re- 
cently entered the general agency field. 
Although Kansas City Fire & Marine 
is not yet licensed in Florida, arrange- 
ments are under way to enter that state, 
and subject to final admission by the 
Insurance Department, it has appointed 


the widely known general agency of 
George E. Edmonson & Co. of Tampa 
for the state of Florida. 

Farther inland along the south, the 


company has completed arrangements 
for the following general agencies to 
represent it in their respective terri- 
tories: Magnolia General Agency of 
Jackson, Miss.; Marion N. Watson & 
Co. of Atlanta, Ga. who will represent 
the Prudential Underwriters Depart- 
ment of the Kansas City Fire & Ma- 
rine; the Lewis Ledsinger Agency of 
Atlanta; and the R. Spence Porter gen- 
eral agency of Lexington, Ky. Skipping 
northward, the company also has ap- 
pointed George J. Leonhard, Jr., of 





Madison, as general agent for southern 
Wisconsin, 
Kansas City Fire & Marine, which 


Was organized in 1929 by interests asso- 
ciated with the nationally known Kan- 
sas City, Mo., agency of R. B. Jones & 
Sons, inc., has increased its operation 
considerably during the post-war period. 
Under the leadership of Morton T. 
Jones and Cliff C. Jones, president and 
board chairman respectively, the com- 
pany is rapidly expanding its territory 
throughout the entire country, although 
arrangements have not yet been com- 
pleted for several additional _ states. 
Throughout the midwest it operates di- 
rect. 

At the 1951 year-end the company re- 
ported total assets of nearly $8 million 
and gross writings of $9,692,168, an in- 
crease of 25.6% over the previous year. 
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Fewer Fires in N. Y. 
But Losses Are Higher 


CITY FIRE DEPT. REPORTS 


Average Loss Goes to $478; Nearly 
100% of Fires Confined to Area 
Burning When Firemen Arrive 


Fire losses in New York City in 1951 
amounted to $21,082,530 compared with 
$19,512,370 in 1950 despite the fact that 
there were 330 fewer fires last year, ac- 
cording to the annual report of Fire 
Commissioner Jacob Grumet of the Fire 
Department. The average loss a_ fire 
increased from $439 in 1950 to $478 in 


1951 and the average loss per capita 
from $2.44 to $2.65, the report showed. 
The total number of fires dropped 


from 44,370 in 
however, was 
of buildings. 


1950 to 44,040. The drop, 
entirely in fires outside 
Outside fires numbered 


22,509, against 23,069 in 1950. Fires in 
buildings rose slightly from 21,301 in 
1950 to 21,531. 


Fires in tenements, private residences 
and hotels declined from 15,619 to 15,456, 
as did fires in vehicles, piers, vessels and 
other places, from 27,076 to 25,919. Fires 
in factories, lofts and business buildings 
showed a sharp increase from 1,675 to 
2,665. 

Losses Are Confined 

The city’s fire fighters, for the fourth 
successive year, maintained their record 
of confining more than 99.9% of all fires 
to the area involved upon their arrival, 
Commissioner Grumet asserted. The 
confined fires were reported at 44,000. 
Twenty-nine fires spread to other floors 


but were confined to the building of 
origin. Eleven spread to near-by build- 
ings. Nearly 93% of all fires, a total of 


40,394, were extinguished in the incipient 
stage. 
The fire companies responded to 62,728 


alarms last year. Of these, 18,688, or 
nearly 30%, were false and emergency 
alarms, an increase of 1,037 over 1950. 


Fire marshals arrested 128 persons on 


arson charges during the year, an in- 
crease of 44 over the preceding year. 
Eighty-two arsonists were convicted, 


representing an increase of 15 over 1950. 
Of 21,593 fires investigated during 1951, 
197 were of incendiary origin, an in- 
crease of 12, and 204 were of suspicious 
origin, an increase of 47. 

He:z iding the list of the chief causes 
of fire in 1951 were bonfires, brush fires, 
etc., which accounted for 15,004 fires. 
Smoking carelessness was responsible 
for 5,818 and the vapors of benzine, 
gasoline and other volatile chemicals 
for 5,696. Defective electric wiring and 
short circuits accounted for 3,786 fires. 

Two-Way Radios Installed 

The department’s most important 
achievement during the year, according 
to the report, was the installation of 
a two-way frequency modulation radio- 
telephone network. The system, includ- 


ing five base stations and 500 two-way 
mobile stations, was 95% completed by 
the close of the year. 


During this year, the department’s 
office of civil defense is seeking to in- 
20,000 


crease the auxiliary fire force to 
members, and the personnel of its 
auxiliary communication system to 2,500. 
To arouse interest in voluntary duty, 
firemen gave addresses before 78,122 
persons last year. 

By using the eight-inch, quick-con- 
necting steel pipe that was developed 


gasoline 
combat 
prac- 
mains 
the 


in World 
from the 
areas, the 
tical substitute 
supplying fire 
event of aerial attack. 

The results demonstrated that the 
department could obtain adequate water 
in any part of the city, regardless of 
damage to water mains, the report said. 


War II to carry 
beachheads to the 
department devised a 

for the water 
hydrants for use in 


Rogers and and Wallas Return 
Sir Arthur Rogers, chairman, and 
Thomas Wallas, general manager, Lon- 
don & Lancashire Group of insurance 
companies, have returned to England 
after a visit to this country and Canada. 
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New York Dept. Report 


(Continued from Page 1) 


ance rate making in ‘up-state’ New York 
as compared with New York City have 
an historical origin. Independent re- 
gional organizations were once in ex- 
istence rather than the present state- 
wide body and uniformity in the meth- 
ods of fire insurance rate making has 
never been achieved. All of this neces- 
sitates an entirely independent consid- 
eration of fire insurance rate making 
procedures for the remainder of the 
state outside of New York City. At the 
same time it will be a companion study 
to the work already completed on the 
rating of New York risks. 

“In the preparation of this work, at- 
tention is being given to an analysis of 
rating methods that involve an inspec- 
tion of a risk to determine the possible 
existence of conditions that make for 
fire hazards and the application of a 
schedule of charges and credits on the 
basis of the findings of the inspection 
survey. The items that make up a 
schedule—charges for fire hazards and 
credits for precautions taken to reduce 
hazards that may lead to a fire—and 
the results of the application of the 
different schedules is being brought out. 
In addition, the relationship of rates 
that are applied to a whole class of risks 
without individual inspections to sched- 
ule rates is being considered. 

“The impact of variations in the 
quality of public fire protection upon 
fire insurance rate making is being 
given special attention. This is an im- 
portant and involved aspect of fire in- 
surance rates and rate making proce- 
dures in New York State outside of 
New York City. Bound up with the 
system of grading of public fire de- 
fenses by the National Board of Fire 
Underwriters, a relative valuation of 
public fire protection is reflected in fire 
insurance rates 

“The National Board of Fire Under- 
writers’ deficiency point scores of com- 
munity fire protection is translated into 
an element in the make-up of a fire in- 
surance rate. However, the manner of 
application and the weight that the item 
may have in the determination of a final 
rate vary a great deal. An exposition 
of the existing methods of using differ- 
ences in public fire protection as an 
item in rate determining procedure will 
be of especial assistance in appraising 
future developments in this aspect of 
fire insurance rate making methods. 

Fire and Allied Lines Rate Changes 

“A major statewide revision of fire in- 
surance rates involving changes in rate 
level consisting of an aggregate increase 
of .6% for New York City and an 
aggregate decrease of 3.5% upstate was 
made effective April 16, 1951. Rates for 
some classes were reduced while those 
for others were increased or left un- 
changed. Due to the large amount of 
premiums written in New York City the 
net over-all effect of the rate changes 
made resulted in a decrease of 15% 
in the statewide rate level. This gen- 
eral revision was based upon the fire 
loss experience for the years 1945 
through 1949 as developed by concurrent 
studies made by the Insurance Depart- 
ment and by the New York Fire Insur- 
ance Rating Organization. 

“Fire insurance experience is reported 
in detail on the basis of premiums writ- 
ten and losses paid for 115 occupancy 
classes, subdivided as_to protection and 
construction. The 115 class experience 
is also reported on a consolidated basis 
for 26 groups of related classes. In or- 
der to review the experience of a five- 





KANSAS FIRE LOSSES 

Kansas fire losses for May of $190,320 
from 165 fires as reported to the State 
Fire Marshal from 32 of the 105 counties 
of the state were over 40% less than 
May, 1951, and totals for the first five 
months of the year of $1,126,189 are 
33% under the first five months of last 
vear. In May, 158 of the fires were city 
losses for a total of $151,815 loss with 
only 15 classed as “country losses” for 
damage of $38,505. 


year period it is necessary to modify the 
statistical indications of the experience 
for various classes where the premium 
volume is not sufficient to produce re- 
liable indications for rate adjustments. 
In the 1951 fire rate revision the follow- 
ing credibility table developed by the 
Department was tentatively used in 
weighting the experience with the un- 
derlying rate levels: 


tics on this class of risk. 

“Effective in September, 1951, the 
New York Fire Insurance Rating Or- 
ganization filed a new form of addi- 
tional extended coverage endorsement 
for dwellings or contents therein to be 
issued as supplemental coverage to the 
fire policy and extended coverage en- 
dorsement No. 4. 

“The rate of .4 (applied to the same 





CREDIBILITY TABLE 


5° Year 
Premium 
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Credibility Single Year Loss Ratio Limit* 


5 Year Upper Lower 
05 5.225 000 
10 2.850 000 
.20 1.662 000 
30 1.266 000 
40 1.068 000 
50 .950 000 
60 870 O80 
70 814 136 
80 771 179 
.90 738 212 

1.00 W12 238 


*The single year loss ratio limits are calculated su as to limit the effect of the 


experience of a single year to an increase or decrease of 10% 
has been applied to the limited five year 


“In connection with the general rate 
revision, but effective in August, 1951, 
substantial rate reductions were made 
for gasoline filling stations. 

“During August, 1951, the Department 
approved filings which increased the 
minimum premium for fire insurance 
from $5 per policy to $7.50 per policy. 
The new minimum would be approxi- 
mately the premium for a_ three-year 
policy covering $1,500 of household con- 
tents. 

“The automatic reinstatement clause, 
which was amended in 1950 to apply to 
losses up to $500, was further amended 
in December, 1951, so as to provide full 
automatic reinstatement of insurance 
following the occurrence of any loss. 
This amendment will eliminate a source 
of concern to the policyholder by as- 
suring him of insurance coverage fol- 
lowing a loss. 

“In June, 1951, the Superintendent 
suspended rate filing requirements for 
policies covering catastrophe losses by 
fire and other perils in excess of a mini- 
mum deductible or retention by the in- 
sured of $100,000 as to each loss occur- 
rence. Companies writing such coverage 
are required to maintain separate statis- 





when the credibility 
loss ratio. 





amount of insurance as for fire and ex- 
tended coverage) was largely based on 
judgment in view of the experimental 
nature of this additional coverage. 

“The rates for extended coverage en- 
dorsement No. 4 were increased in No- 
vember, 1951, to reflect the adverse loss 
experience over a period of years which 
included the catastrophic windstorm of 
November, 1950. On dwellings the rates 
for deductible coverage were increased 
from .05 to .08 and the rates for full 
coverage without a deductible were in- 
creased from .07 to .14. Rates for other 
classes of properties were increased by 
01 or .02 for deductible coverage and by 
05 or 06 for full coverage. The amount 
of insurance under the extended cover- 
age endorsement is required to be the 
same as for the fire policy to which it 
is attached. 

Fire and Marine Experience 

“Fire and marine insurance compa- 
nies for the third successive year ex- 
perienced favorable underwriting results 
in 1951 although the over-all results 
were adversely affected by the automo- 
bile physical damage experience and 
claims resulting from the disastrous 
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windstorm which struck the Northeast- 
ern states late in November, 1950. 

“While the 1951 annual statements of 
all companies have not heen processed, 
indications are that premium volume in- 
creased approximately 10% to pass the 
$3 billion mark. Total premiums for all 
classes reported by domestic insurers 
and United States branches of alien in- 
surers for the nine months ended Sep- 
tember 30, 1951, showed as increase of 
approximately $85,540,000 or 941% from 
the corresponding period of 1950. 

“Premium writings in the marine field, 
reflecting the increased volume of ship- 
ping and the inflated values of cargoes 
shipped, rose in 1951. Hull premium 
volume was up materially as the result 
of increased values of ships. The un- 
derwriting experience, although  ad- 
versely affected by high cost of making 
repairs, was favorable last year. 

“In the inland marine field, premium 
volume was up approximately 5%.. The 
underwriting experience in the commer- 
cial field was more favorable than the 
personal lines despite the fact that sub- 
stantial losses resulted from the Kan- 
Sas City flood.” 


Sprinklers Chel Losses 
At Mich. Prison Fire 


A sprinkler system installed in part 
of Southern Michigan prison at Jack- 
son probably saved the state an added 
fire loss of upwards of $3,000,000 during 
the April convict rioting, according to 
a special report released by Arnold C. 
Renner, head of the state police fire 
marshal’s division. 

An investigation by Renner revealed 
that some fires set by the rioting prison- 
ers burned for as long as three hours 
before firemen could reach them. De- 
spite this fact losses were nominal in the 
areas protected by sprinklers, particu- 
larly in the binder twine mill where the 
loss was under $5,000. The fire also 
would have spread to the stamp plant, 
Renner said, ‘had it not been for sprink- 
lers. He estimated the total fire loss, 
in spite of these factors, at $1,000,000. 





N. Y. ery Css Heads 


Eugene C. Richard, manager of the 
American Insurance Co. in New York, 
has been reelected chairman of the com- 
mittee on electricity of the New York 
Board of Fire Underwriters and also a 
member of the board of directors. Lee 
W. Taylor, New York fire manager of 
the Fireman’s Fund, has been reelected 
vice chairman of the committee. 

H. J. Kiefer, secretary of the Aetna 
Insurance Group, has been reelected 
chairman of the committee on finance 
and also a member of the board of 
directors. O. C. Gleiser, deputy United 
States manager of the Commercial 
Union Assurance, has been reelected 
vice chairman of the committee. 


Phoenix Names Tammany 
In Western Pennsylvania 


Albert C. Knox, secretary, has an- 
nounced that Special Agent Thomas V. 
Tammany is now associated with State 
Agent Charles F. Kappert to represent 
the Phoenix Insurance Co. in western 
Pennsylvania. 

Mr. Tammany served in the Navy 
during World War II, and is a gradu- 
ate of the University of Connecticut 
where he majored in insurance. He has 
had a thorough training in the various 
departments of the company. He will 
have his headquarters at Suite 607, 
Commonwealth Building, Pittsburgh. 


Saltonstall N. A. Director 


Richard Saltonstall, Boston business- 
man, has been elected to the board of 
directors of Insurance Co. of North 
America. Mr. Saltonstall is a partner 
in the State Street Research & Manage- 
ment Co. and vice president and director 
of the State Street Investment Corp. 
He also serves as a director of the 
Second National Bank of Boston and 
is a member of the trust committee. 
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Davis President of 
Penn-Liberty Ins. Co. 


SUCCEEDING THOMAS J. KEAN 


Davis Resigning as — President of 
North Star to Head Philadelphia 
Co.; In Business Since 1929 
Joseph B. Simon, chairman of the 
Penn-Liberty, which has its head offices 
in Philadelphia, announces election of 


Ray K. Davis as president of the com- 
pany. He succeeds Thomas J. Kean who 
resigned to pursue other interests. 


Mr. Davis is well known in the insur- 





RAY K. DAVIS 
ance business in which he _ has_ held 
many positions. He last served as vice 
president of the North Star Reinsur- 
ance Corp. of New York City from 
which office he resigned to assume his 
new duties. 

Mr. Davis has been actively engaged 
in insurance since 1929. He ae with 
the Fidelity & Guaranty Co. of Balti 
more for 18 years. At one time he was 


that company’s branch manager in Phil 
adelphia. 

The Penn-Liberty last 
volume of $2,500,000 in fire and allied 
lines. A stock company, with offices at 
1518 Walnut Street, Philadelphia, it 
operates on the agency system and 
is licensed in 27 states. About three 
company was purchased 
associated with Mr. 


year had a 


years ago the 


by interests Simon 


and Charles Denby of Pittsburgh. Mr. 
Denby is a member of the Pittsburgh 
law firm of Reed, Smith, Shaw & Me- 
Clay. 


WUA Changes Membership 


From Personal to Company 

The Western Underwriters Associa- 
tion amended its constitution by 
changing the basis of membership from 
Fc to company. Membership of 
the association, inception in 
1879, has. been composed of executives 
of eligible companies. The original pur- 
pose for this procedure, however, no 
longer exists, and the change was made 
to conform more closely to recently 
adopted legislation in some states. 

It is believed that Western Under- 
writers Association is the last of the 
larger property insurance organizations 
to make the switch. Its present company 
roster totals 218. 


bas 


since its 


JOINS CORROON & REYNOLDS 

Jack Stahl has joined the Corroon & 
Reynolds organization as special agent 
for Missouri. He will Executive 
Special Ag ‘ae J. C. Swisher with offices 
at 1002 Walnut Street, Kansas City. Mr. 
Stahl was formerly with the Missouri 
Inspection Bureau. 


assist 


ST. PAUL GROUP CHANGES 
Moreau, Cook County Manager Retires; 
Succeeded by Fleming, State Agent; 
Harrigan and Temme Retire 

Cae 28 —— Cook County, IIL, 
manager for the Saint Paul Companies, 
retired as of Tune 30. August of this 
year would have marked his 40th an- 
niversary of continuous service, having 
joined the companies in 1912 as special 
agent for the mountain field. He was 
brought into the home office at St. Paul, 
Minn., as general adjuster in 1932, hold- 
ing that position until 1936 when he 
was transferred to Chicago to supervise 
the Cook County area. 

Mr. Moreau will be 
M. Fleming, state agent, assisted by R. 
A. Rosholt, special agent. Mr. Fleming 
became associated with the St. Paul in 
1943 as special agent in Wisconsin. He 
was transferred to Chicago in 1950. Mr. 
Rosholt has had 15 years’ experience in 
the underwriting departments of the 


succeeded by D. 


home office aid was appointed special 
agent on June 1 of this year. 

Also retired on June 30 was D. J. 
Harrigan who has been associated with 
the Saint Paul Companies as state agent 
for the northern Illinois field since 1918. 


His territory will be taken over by State 
Agent James D. Streich of Chicago. 
July 30 will mark the retirement of 




































HAVE YOU CASUALTY PROBLEMS? 


Are present conditions forcing you out of the picture? Why let your business 
vanish? Small accounts purchased from insurance brokers and life agents. Address 
Box 2107, The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 











N. Y. BOARD LOSSES RISE 

During May 874 losses for $1,767,110 
were assigned to the committee on losses 
and adjustments of the New York Board 
of Fire Underwriters. This compares 
with 628 losses for $1,346,545 in May, 
1951, and shows an increase in number 
of claims of 39% and an increase in 
amount involved of 31%. For the first 
five months of 1952 Secretary E. C. 
Niver states that the committee received 
4,278 losses for $11,582,435, against 2,807 


CANADIAN SUPTS. TO MEET 





Annual Conference Transferred’ to 
Toronto for Sept. 29-Oct. 3; Advance 
Agenda for Meeting Announced 
The Association of Superintendents of 
Insurance of the Provinces of Canada 
will hold its 35th annual conference on 
September 29-October 3 at the Royal 
York Hotel in Toronto. This is a change 
in plans for the meeting was originally 
scheduled for Charlottetown, Prince Ed- 


losses for $7,982,744 in the same period ward Island. 

last year. This reveals an increase of Public sessions of the conference will 

52% in number of claims and of 45% in) be held on Monday, Tuesday and 

amount. Wednesday, September 29, 30 and Octo- 
ber 1, with the remaining two days, 





Thursday and Friday, October 2 and 3, 
devoted to executive sessions of the 


State Agent C. B. Temme after 45 years’ d : t 
Superintendents of Insurance only. 


service which began in the home office 
in 1907. He became state agent for the 
central Illinois field in 1926. Nelson F. 
Hagar, who has assisted him since Janu- 
ary 1, 1951, will be his successor. 


Advance Agenda 


September 29, 10 am—P residential 
address, Roy B. Whitehead, Q.C. 
Consideration of following committee 





reports: Valuation of securities and 





annual statement blanks, Georges La- 











A recent survey disclosed these astounding 


statistics: — companies were agreeable to a blanket 
ri ’ s ; incorporation of the clause in outstand- 
5 times as many untrained drivers were ing policies by filing letters with the 


arrested for traffic violations. 


4’ times as many untrained drivers were 
involved in auto accidents. 


3% times as many untrained drivers re- 
ceived warnings for careless driving. 


In other words the over-all performance of the 
trained driver was four times better than 
that of the untrained. One of the best ways 
in which insurance agents can assist in lower- 
ing the excessive number of accidents is by “If a 
educating the drivers, particularly those in 
the younger age groups. 


france; life insurance legislation, E. B. 
MacL cae, Q.C.; accident and sickness 
legislation, J. A. MacPhee. 

September 30, 9:30 a.m.—Licensing 
and regulation of agents (life, fraternal 
and other than life), Georges Lafrance. 


October 1, 9:30 a.m.—Insurance law 
revision and automobile insurance e legis- 
lation, Roy B. Whitehead, Q.C.; auto- 
mobile assigned risk plan, S. W. Taylor. 


New Loss Payable Clause 
In Mass. for Mortgagees 


Many fire insurance policies written in 
Massachusetts since February will have 





to be endorsed with a “Loss Payable 
Clause” to protect mortgagees fully. The 
clause in use in Massachusetts for many 
years was omitted from the new forms 
Nos. 10 and 12 used with the new “one- 
write” fire policy and efforts to find a 
short-cut means of perfecting mort- 
gagees’ protection have failed. 


The New England Fire’ Insurance 
Rating Association has notified com- 
panies and agents of the omission. Under 
Massachusetts law, a mortgagee is not 
fully protected without the special word- 
ing of the loss pays ible clause referring 
to “present or future” mortgages. The 


State Insurance Department, but the de- 
partment, on advice of counsel, held that 
this could not legally be done. 

The rating association has issued a 
new loss payable clause, designed to be 
attached to the new fire policies, and 
Massachusetts banks wil probably insist 
that this clause be endorsed on all poli- 
cies covering mortgaged property issued 
since February 1. 

The rating association is supplying 
agents with the new loss payable clause 
Form No. 637 Mass. N. S. (7-52). The 
important part of this form reads as 
follows: 








mortgagee, or mortgagees, is 
named on the first page of this policy, 
loss, if any, on real estate is payable to 
such mortgagee, or mortgagees, as the 
interests of such mortgagee, or mort- 
gagees, may appear in order of their 
priority, under any present or future 
mortgage, or mortgages of the within 
described real estate (but in no event to 
exceed the amount of insurance named 
in the within policy.)” 








90 JOHN STREET 


NEW YORK 38, NEW YORK ATLANTIC COMPANIES IN N. D. 

The Atlantic Companies, which consist 
of the Atlantic Mutual and Centennial, 
have entered North Dakota. The com- 











panies are now licensed in all 48 states 





in the country. 
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New and Retiring Heads, New York 
Chapter of Insurance Buyers Assn. 


When retiring President Ernest L. 
Clark of the New York Chapter of the 
National Insurance Association 
was addressing the recent annual meet- 
ing in New York he spoke of government 

national fire rat- 


3uyers 


intrusion in insurance, 
ing and the financial standing of insur- 


ance companies. At this same meeting 


B. E. Kelley, vice president for the last 


Rappoport Studios 
ERNEST L. CLARK 
years, was elected president, suc- 
ceeding Mr. Clark. Declaring his oppo- 
sition to political control of insurance 
the latter said: 
“All possible must be done to contro- 


two 


vert politicians and bureaucrats who 
make wild statements regarding the 


operation of insurance under a free en- 
terprise system, charging unfair prac- 
over-charging for the cover- 
The insurance companies’ 
this is difficult because 
they are the ones accused. The insur- 
ance buyer and other citizens must 
learn the facts and aid in the cause 
against such unfounded charges—not 
just stand by, but be individually active 
in the struggle- —your voice is a strong 
and impressive one. 

“While improvement in the insurance 
business has been encouraging, there is 
still room for much to be done. Daily, 


new conditions create new problems and 


tices and 
age granted. 
battle against 


their solutions must be found by insur- 
ance companies, agents, brokers and 
buyers. 


National Fire Rating 


“The question of a national formula 
for the rating of fire risk is still one 
on which no progress has been made 
that is discernible to the insurance 
buyer. It is recognized this is a difficult 
problem. Surely American genius can 
find the answer, and the answer must 
be found in order that the cost of fire 
insurance shall be properly distributed, 
not only among the states but on down 
among the industries and all classes of 


risks. This is a bad fault; an opening 
which those who criticize the in- 
surance business may use and do 


serious damage. Insurance buyers should 
press courageously and strongly for im- 
provement in this feature of insurance 
rating. 

“To the insurance companies I have 
a suggestion which I believe would add 
materially to the insurance companies 
goodwill; that is, they establish a cus- 
tomer relations office to which agents, 
brokers and buyers (this, of course, in- 





cludes policyholders) could go to with 
any real or imaginary complaints about 
rates, policy conditions, loss settlements, 
etc. Such an office should be in a posi- 
tion to give real answers to complaints, 
comprehensive answers with solid rea- 
soning if they felt existing conditions 
were in order or could recommend to 
the insurance companies changes to 
meet justifiable complaints. Such an 
office would prevent many controversies, 
criticizing talks, and would work for the 
general good of the entire business and 
improve its relations with the public na- 
tionally, ” Mr. Clark believes. 

“This suggestion is not made without 
recognizing the excellent public rela- 
tions activities carried on by Dewey 
Dorsett for the casualty companies and 
by the National Board of Fire Under- 
writers public relations program. What 
is needed is some one source to whom 
definite problems can be taken and re- 
ceive proper consideration and answers. 


Put Carriers on Credit List 


“Now is the propitious time to issue 
a warning to all insurance buyers every- 
where. Our economy has been, and 1s, 
in the throes of a tremendous inflation- 
ary period. This has had a direct effect 





BON. KELLEY 
on the insurance business. Many insur- 
ance carriers, large and small, with a 


steady increase in premium income have 
been able to continually show financial 
stability, ofttimes without too much un- 
derwriting skill. When the tide turns, 
and it will, put all of your insurance car- 





the help of Pearl American. 


CLEVELAND, 320 Bulkley Bldg. 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 





His friends called him 


THE “ICE BREAKER” 





He had IT, this agent did. Charm, personality and savoir faire. He had 
everything it takes to warm up the coldest client. And he did, with delight- 
ful conversation and the latest stories. Everybody loved him but he just 
couldn't sell insurance. He discovered, as most people do, that a genial 


personality isn’t quite enough to sustain business with. 


Clients want facts—figures and information. They want service—fast, 
efficient and accurate. Every day more agents all over the country are 
learning to depend on Pearl American for the things they need after the 
ice is broken . . . company cooperation, underwriters’ and fieldmen’s 
non-technical skill and assistance, and S-E-R-V-I-C-E . . . instantly! Join 


the other agents and brokers who have warmed up their old clients with 


am B vcnican 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6,N. Y. 

















NEW YORK, 26 Cliff Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Blvd. 








watch for 
their financial 
do anyone having 


riers on your credit lists to 
any sign of weakness in 
structure, just as you 
a credit line from you. 

“No matter. how broad your coverage 
or how cheap its cost, if the insurer is 
not able to meet its obligations to you, 
it is a costly venture. When premium 
income starts to drop, it is difficult for 
insurance companies to cut expenses, 
particularly with losses increased which 
situation usually accompanies such a fall 
in income, and some companies will find 
it difficult to survive. 


“Among the practices started during 


my term .of office has been an after- 
noon clinic for insurance ‘buyers of a 
single industry. While only one such 


clinic has been held, which w: is for the 
drug industry, the fine results obtained 
indicated the important need for more 
of this type of get-together. From the 
expressions of opinion of those who at- 
tended the clinic, they were able to learn 
more about their individual insurance 
problems and the solutions to them than 
they ever learned before. Each industry 
has its own problems. i 

“By getting together and discussing 
them among themselves, by inter-change 
of thoughts, it has been found that most 
of the answers can be found within the 


indust ry. There is no better w: ty than 
this method of inter-change of ideas 
Which typifies the American way of 
business life. I recommend more of 
these clinics be held more often to the 
ere: at advantage of our association and 


to the insurance business as a whole. 
“Most insurance companies, agents 
and brokers do a conscientious job of 


servicing their risks but unless an ex- 
ecutive is operating within his own com- 
pany and thereby is familiar with the 


intricate details of its operation, he can- 
not know of the problems which arise 
and the insurance possibilities that may 
exist or need to be cared for. No book 
can be w ritten on this subject. This is a 
matter of practical application, individ- 
ualized to each organization. Therefore 
the insurance buyer must be trained to 
know what to request of his 


insurance 
broker or agent.” 


Glens Falls Names Frasch 
Philadelphia Claims Mgr. 


The Glens Falls Group has announced 


advancement of James L. Frasch to 
manager of the c wr and loss depart- 
ment of its PI tiladelp hia office. He takes 


over the duties and responsibilities of 
Wayne T. Ash who has been transferred 
to the New York City office as head 


claims and loss 


Mr. Frasch has been an employe of 
the Glens Falls for five years, serving 
in the capacity of adjuster and more 
recently as assistant manager of the 
newly organized and consolidated claims 
and loss department at Philadelphia. He 
received his education at Upper Darby 
High School and Temple University. 


department. 


Betts, Guenther Advanced 
By New York Rating Assn. 


The New York Fire Insurance Rat- 
ing Organization has announced ap- 
pointment by the governing c ymmittee, 
effective September 1, of Henry L. Betts 
as district secretary of its Syracuse 


district and of Paul B. Guenther as 
district secretary of the Albany district 
office. 


Mr. Betts is at present district secre- 
tary in Albany and has been with the 
rating organization in upstate ‘New York 


for 28 years. Mr. Guenther was for- 
erly located in Albany but has spent the 
past two years on the central office 


staff in New York City. 





REINSURANCE CORP. DIVIDEND 

Directors of the Reinsurance Corpora- 
tion of New York have declared a divi- 
dend of 15 cents a share, payable July 14 
to stock of record July 3. This is the 
same amount as paid for the first half 
of 1951. 
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Retires as Travelers Fire 
Superintendent of Agencies 


WILLIAM E. BOYD, JR 


William E. Boyd, Jr., superintendent 
of agencies of the Travelers Fire and 
Charter Oak Fire, is retiring after 27 
years’ service. He has been in_ his 
present post since 1935. 

Mr. Boyd became associated with 
the Travelers as manager, fire and ma- 
rine lines, of the Buffalo office May 1, 
1925, when the Travelers Fire was in 
process of organization. He was pro- 
moted to the home office staff in 1927 
and appointed supervisor of agency field 


named 
superin- 


subsequently 
and 


service. He was 
assistant superintendent 
tendent of agencies. 

Mr. Boyd has been in the insurance 
business since 1911. In that year he 
became an engineer in New York State 
with the Underwriters Laboratories Inc., 
of Chicago. He was also associated with 
the New York Fire Insurance Rating 
Bios anization in electrical inspection and 


base rating work and with the National 
Fire as a special agent in western 
New York State. Immediately prior to 


joining the Travelers he was a vice pres- 
ident and partner in Park-Thomas & Co. 
agency in Buffalo. 

During his career 
Mr. Boyd had supervision of Travelers 
offices in the Middle West and South, 
in New York City and Boston and along 
the Atlantic Coast. A native of Syra- 
cuse, he attended Syracuse University. 
He resides in West Hartford. 


CONKLIN LAWS CHAIRMAN 

Charles H. Conklin, president of the 
Northern Insurance Co. has been elected 
chairman of the committee on laws and 
legislation and a member of the board 
of directors of the New York Board 
of Fire Underwriters. Sinclair T. Skir- 
row, vice president of the Great Ameri- 
can has been elected vice chairman of 
the committee. 


with the Travelers 


DANIEL H. LESTER RETIRES 


Daniel H. Lester, vice president and 
director of John A. Eckert & Co., New 
York producers, retired July 1 after 
42 years of service. He was graduated 
from Harvard in 1904 and began his 
insurance career with the New York 
Fire Insurance Exchange. Later he was 
with W. L. Perrin & Son and joined 
John A. Eckert & Co. in 1910. He has 
been in charge of the engineering de- 


partment. 


WILLIAM DeMYER DIES 
William DeMyer, insurance man of 
Rensselaer, N. Y., for more than 40 
years, died June 25 at his home. He was 
a past president of the Common Coun- 
cil of Rensselaer and was a director 
of the former Rensselaer County Bank 


& Trust Co. 
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And why not! In 17 years more than 6,500 pro- 
ducers have been shown how they can produce 
more business with less detail (and less expense) 
for their offices. 


Have you benefited by the experience of the old- 
est Agency Systems Department in the country 
and the first insurance company to offer personal 
contact advisory service? 














+ 
| Agency Systems Department : 
| Royal-Liverpool Insurance Group, 150 William St., N.Y. 38, N.Y. 4 
! 

i Please send me further particulars regarding i 
| Agency Systems service. H 
; Agent’s Name ; 
: Address 
i I 
I i 
' Represent Royal-Liverpool Insurance Group: Yes[] No {J H 
Cs ce ce ce ee cee ae cae cee so cs ce ee ee pe ee ee ee ee ee 


ROYAL: LIVERPCOL 


CASUALTY « FIRE * MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
ROYAL INSURANCE COMPANY, LIMITED © ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE 
BRITISH & FOREIGN MARINE INSURANCE CO., LTD. © NEWARK INSURANCE COMPANY + QUEEN INSURANCE COMPANY OF AMERICA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO., LTD. © GLOBE INDEMNITY COMPANY © STAR INSURANCE COMPANY 
OF AMERICA © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 











Retiring From Staff of 


New York Insurance Society 





Matar 


MILDRED S, POWELL 


Mildred S. Powell, who has done an 
excellent job as publicity director and 
editor of publications for the Insurance 
Society of New York for over 5 years, 
is leaving this week-end for Elsah, IL, 
where she will join the staff of Principia 
College of Liberal Arts as administrative 
secretary to the School of Government. 

A native of England Mrs. 
lived in this country many years, with 
Staten Island her home for sometime 
prior to her moving to Manhattan. Be- 
fore joining the Insurance Society she 
was associated with the Old Farmers’ 
Almanac(k) and prior to that was with 
the “Insurance Advocate” in New York. 
She has also done free lance writing 
for daily and weekly newspapers. Her 
publicity for the Insurance Society has 
had wide distribution and has helped 
considerably to bring the facilities of the 
school and library to the attention of a 
large number of potential supporters and 
students, 


Powell has 


Plan Insurance Library 


At Southern Methodist 


Early establishment of an all-industry 
insurance library at the Southwestern 
Legal Foundation on the campus of 


Southern Methodist University, Dallas, 
awaits a few formalities that are “already 
cut and dried,” it became known last 


week following a series of conferences 
called by Will C. Thompson, widely- 
known Dallas insurance attorney. 

While the project is being sponsored 
by the foundation, it also is expected 
to receive the blessing of the American 
3ar Association and the formal en- 
dorsement of the ABA’s insurance sec- 
tion, which has about 6,000 members. 
According to present plans, it is to be 
designated the “Insurance Law Center,” 
but Mr. Thompson and his associates 
have broadened their objectives so as to 
make the center an all-industry reference 
library as well as the focal point for 
educational courses, seminars and special 
lectures for all branches of the business. 

30th the prominence of legal personnel 
involved in the undertaking and the 
available facilities, including services of 
full-time librarians, seem to assure 
formal approval of the plan at the ABA 
annual meeting in San Francisco the 
week of September 15, Robert G. Storey, 
nominee for ABA president at the com- 
ing convention, is dean of the SMU 
School of Law and has taken a leading 
part in setting up the project. In addition 
the proposal has the approval of Harlan 
S. Don Carlos, counsel for the Travelers 
group and chairman of the ABA educa- 
tional committee. 




















> an 


and 
ince 
ars, 
Ill., 
‘ipia 
itive 
it. 
has 
with 
time 
3e- 
she 
1ers’ 
with 
ork. 
iting 
Her 
has 
Iped 
' the 
ota 
and 


dist 
istry 
stern 
5. OF 
illas, 
eady 

last 
nces 
lely- 


ored 
-cted 
rican 
en- 
sec- 
bers. 
o be 
cer, 
iates 
as to 
‘ence 
- for 
ecial 
ness. 
ynnel 
the 
2s of 
ssure 
ABA 
the 
orey, 
com- 
SMU 
iding 
ition 
arlan 
elers 
luca- 








July 11, 1952 



























































S. A. Mehorter Marks 
His 40th Anniversary 


POPULAR FIGURE ON WM. STREET 





Informal Luncheon Given in His Honor 
July 1; President of McDaniel & 
Co.; His Career 





Samuel A. Mehorter, president of Mc- 
Daniel & Co. Inc., one of New York’s 
largest fire insurance agencies, observed 
his 40th anniversary in the business on 
July 1 and his many friends along Wil- 
liam Street swamped him with con- 
gratulatory letters and phone calls and 
flowers. In another week Mr. Mehorter 
will observe his 60th birthday and on 





SAMUEL A. MEHORTER 


October 1, 1952 he will mark his tenth 
anniversary with McDaniel & Co. 

In commemoration of his 40th anni- 
versary an informal luncheon was staged 
in Mr. Mehorter’s honor on July 1 at 
the Drug & Chemical Club. It was a 
happy occasion that some of his old 
friends had quietly arranged in keeping 
with Sam’s desire for no fanfare. For the 
guest of honor it afforded the oppor- 
tunity to stress the value of friendships 
which, in any business, are the most 
valuable asset a man can have. 

Sam Mehorter’s insurance career 
started in 1912 following his college days 
at the Wharton School of the University 
of Pennsylvania, His first job was with 
the Philadelphia Fire Underwriters As- 
sociation under the tutelege of its secre- 
tary, Charles Hexamer, who died some 
years ago. Mr. Mehorter later joined the 
Schedule Rating Office of New Jersey 
under Atlee Brown, its manager at that 
time. He, too, has since passed away. 

His next insurance post was with the 
America Fore Group in 1918 as inspector 
and engineer, subsequently becoming 
special agent for the American Eagle in 
southern New Jersey. Six years later he 
affiliated with the North America Group 
as state agent for northern New Jersey. 


Career With Home Began in Nov., 1929 


_Mr. Mehorter joined the Home of New 
York on November 1, 1929 as state agent 


He was promoted to 


for New Jersey. 
assistant manager of its metropolitan 
New York department and in 1936 was 
named assistant secretary of the com- 
pany in recognition of his demonstrated 


ability. In this capacity Mr. Mehorter 
divided his time between the home 
office and the Newark branch office. 

An important change in his business 
life came in the fall of 1942 when he 
was made a partner in McDaniel, 
Maeser & Co., New York agency, which 
is now operated under the corporate 
name of McDaniel & Co., Inc. The 
agency was incorporated in 1948 with 


Can Collect Commissions 


From Agents on R. I. Risks 

A judgment has been handed down 
in the Superior Court in. San_ Fran- 
cisco sustaining Insurance Commissioner 
John R. Maloney as liquidator of the 
Rhode Island Insurance Co., in his 
suits to collect return commissions from 
former agents of the company, even 
though the agents have paid to the in- 
sured the gross return premiums due 
on policies. The conservation and liqui- 
dation department of the Insurance De- 
partment now is taking steps to collect 
the sums from the agents. 





Mr. Mehorter as president and John D. 
Hickey as vice president and secretary. 
Its principal fire company connection is 
the Home of New York, 
Has Many Affiliations 

Sam Mehorter, a popular figure in the 
production ranks and known from coast 
to coast, is a member of the Drug & 
Chemical Club, the New Jersey Field 
Club, New Jersey Special Agents Asso- 
ciation, Insurance Square Club of New 
York and Insurance Square Club of New 
Jersey. He is also a past Most Loyal 
Grand Gander of the Blue Goose, mem- 
ber of the East Orange (N. J.) Elks and 


of the Maplewood (N. J.) Country Club. 





cAnnounces 


Rin: We 


GEORGE J. 


*When admitted in state 
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301 West Ilth Street e 








KANSAS CITY FIRE & MARINE 
INSURANCE COMPANY 


with pleasure 
the appointment of the 


following general agents: 


MARSHALL 
Newark, New Jersey 
CHARLES H. GORDON & SON 
Manchester, New Hampshire 
H. GRADY TURNER & SON 
Columbia, South Carolina 
GEO. E. EDMONDSON & 
Tampa, Florida 
MAGNOLIA GENERAL 
Jackson, Mississippi 
MARION N. WATSON & CO., 
Atlanta, Georgia 
LEWIS LEDSINGER, 
Atlanta, Georgia 
R. SPENCE PORTER 
Lexington, Kentucky 


LEONHARD, JR. 


Madison, Wisconsin 






Kansas City Fire and Marine 


Kansas City, Missouri 


& CO. 


co. * 


AGENCY 


INC. 


INC. 















poll 
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50 East 42nd St.° 


CASUALTY + BURGLARY | 
AUTOMOBILE 

INLAND + JEWELRY 

FIDELITY & SURETY 


YOUR INQUIRIES SOLICITED 








Roanoke Board Honored for 
Fire Prevention Work 

The Roanoke, Va., 
surance Agents received the 
P. Carter Cup recently, for its out- 


Association of In- 
3ernard 


standing work during the past year. 
The local group was cited especially for 
its work on behalf of fire prevention 
during Fire Prevention Week. 

James W. Ireland, president of the as- 
sociation, received the award at a ban- 
quet at the Hotel Roanoke, which ended 
the three-day meeting at Roanoke of 
the Virginia Association of Insurance 
Agents. 

Two insurance men received honors 
for their work: Roger Clark of Fred- 
ericksburg was. presented the Past 
Presidents’ award, the highest honor 
that a Virginia insurance man can re- 
ceive. He was president of the state 
group in 1936. 

J. Victor Arthur of Winchester re- 
ceived the Stock Fire Insurance Field 
Club award. Mr. Arthur was. state 
president in 1947, 


In Larger Quarters 


J. G. Bacon Company, New York in- 
surance brokers, moved to _ larger 
quarters on July 8 at 107 William Street, 
New York. The firm, over 15 years old, 
is headed by John G. ‘Bacon whose 
affiliations include membership in the 
Insurance Brokers Association of New 
York State. 


NEW BUFFALO OFFICE 

Freedman, Olsen & Scott, Inc., insur- 
ance, has opened offices at 1500 Hertel 
Avenue, Buffalo, N. Y., to deal with 
brokers and agents who have insurance 
placement problems. Members of the 
concern are Aaron S. Freedman, Arthur 
O. Olsen, Jr., and William H. Scott. 
Mr. Freedman is president of the Aaron 
S. Freedman Agency, Inc., which oper- 
ates separately. 


TURNER RICHMOND PRESIDENT 

E. D. Turner, IJr., took office last 
week as president of the Richmond, Va., 
Association of Insurance Agents. He 
was elected in May and was inducted 
on July 1. The other officers are William 


Ross Walker, vice president; Frank S. 
Cosby, secretary and treasurer, and 
James Baldwin, William H. Sanders, 


Tr, William L. Harris and John T. 
Streat, directors. 


HERMAN F. SCHAD DIES 

Herman F. Schad, 78, for many years 
active in the insurance business in 
Tonawanda, N. Y., died July 5. He 
headed the H. F. Schad Insurance Co. 
for 30 years, having retired six months 
ago, His wife, a daughter and four sons 
survive. 
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Lessons from case studies of business 


interruption losses were discussed by 
Robert M. Beatty, 
W. A. Alexander & Co., 
agencies of 
Conference of the 
Association in 


executive assistant, 
one of the lead- 
ing insurance Chicago, be- 
Insurance 
Management 
City 
he said, that the 


fore the 
(American 
New York 


has shown, 


recently. Experience 
more 
blanket the cover, the greater protection 
afforded the 

Losses and time 
Mr. Beatty, 
and the 
same protection for the 


assured. 


have also taught, said 


that the fire two item form 
earnings form afford the 


> policyholder, ex- 


gross 


Pt . ba = - --\)] 
cept where the item of ordinary payroll 
is not insured under the two item form. 
In recent years adjusters have repeat- 


edly followed exactly the same approach 


to the adjustment of losses under either 
form 
Data Easier Now to Secure 
“Through losses th has been a 





transition in the thinking of the insuring 


. public in respect to supplying pertinent 


and sometimes confidential information 


t proper 


to perfect a 





is necessary 


business interruption cover at the in- 


Beatty Sal 


cept ad M t 





usual thing a few years ago tor 
ness man to practically refuse the dis 
closure of pertinent information con- 


cerning sales, costs and expenses. Pub- 
lic ownership of capital stock, income 


acceptance 


universal 


tax laws and more 


leme “ c ) 
We 


busine Ss 


as ch inged 





interruption cor 
periodically revised, is the 
single step toward the conclu- 
factory loss adjustment. 
interruption loss is con- 
time after a occurs. 
weal 
ritten to adjust 


sidered 
vhich is 
largest 
sion of a sz 

“A business 
cluded some 
It was not 
time the coverage WW 
or employ even the slightest amount of 
ation as to what items of expense 
continue and what vould abate 
virtue of 





] 
1OSS 





necessary 








specul 
would 
This is the 
tribution 
There is 











he future to determine 





business interrup- 


vi alue 
anced re- 


gument has been 


t time 





element losses are 









bec you must, to a 

5 ] yt or wnat 

subject business wou \ com- 

] 1ad no OSS cCurre d. & Ses 

ven such bel lief to be unfounded. 

Actuall y business of all kinds rely on 
estimates throughout every minute of 





their existence. In constructing ild- 
ing or equipping a plant, the c to 
and owner must estimate i 


business man having ce 
equipped a 
of cost in 





to esta 








price and obtain a net profit so it he 
may share it with the governmen 
Business Life Insurance 
“Losses have us the use of 
the premium ‘nt endorsement, 
agreed amount endorsements, the use 





of the mbined manufacturing and 








mercant coverage and goodness kno 
ho many other refinements and ex 
tens Ss of 

“ATL ee t] gs hay taught u 
through losses that busines s interrup- 





kind j is truly ‘business 
Certainly the finest 


tion cover of any 
life insurance.’ 

























































































Cites Lessons From Case Studies of 


Fire Business Interruption Losses 


plant and equipment in the land cannot 
operate without cash resources and a 
competent organization. Such a_ prop- 
erty might be destroyed and there may 
be insurance coverage to substantially 


restore the physical facilities but no in- 
surance to maintain and guarantee the 
brains, knowhow or normal cash re- 
serves with which to function upon 
restoration. 

“We had a visit a short time ago with 
a man whose company had _ sustained 


a severe fire loss which caused 1 
months of interruption. He _ received 
payments under his business interrup- 
tion. policies of $1,250,000 and while 
reminiscing about that loss he said, 
‘Except for that business interruption 
cover, you and T unquestionably would 

















not be sitting here today in this con- 
versation. This property would probably 
have become a derelict and pnbee neti 
knows where I would be.’ 

“Another manufacturing concern sus- 
tained a serious explosion and fire loss 
which put them out of business for just 
short of a year. Their business inter- 
ruption loss approached $1,000,000. To- 
day they are a prosperous, flourishing 
business 

; deal specific: uly with some actual 
mechanics of business interruption ad- 
justments, always brings to mind that 
important ingredient, ‘time.? The time 
te sal remove debris, obtain bids, 
sign contracts for restoration, actual pe 
i of construction work and reason- 
al i to resume operation of the 
fac » as to eliminate the bugs and 
mistakes that occurred in the restora- 
tion. Time does not include restoring 


facility of much greater capacity or a 














rent type which could extend the 
beyond that required to restore 
property des cribed in the policy. 
> versely does not deprive the 
i full recovery in the event 
] ‘ct to restore only a portion 
of the property and thereby curtail the 
facilities and operations,” continued Mr. 
seatty. 
Time Element 
‘Time as used in the business inter- 
ruption adjustment sometimes does not 
mean all of components enumerated. 
We can two fairly recent losses 
pnete the insureds were occupying 





re ed space. In each of the Ce 
] about to expire and_ it 
been necessary to move the 


ses, the 
eases were 
vould have 











business to another location. The time 
to restore the building, machinery and 
equipment in each case was approxi- 
m< itely five times the remaining time 
under the leases. 

“In one of these cases, the time ele- 
nent was considered to be the remain- 
ing the premises would have been 
used. By a strange coincidence, the in- 
sured actua covered more money 
because there was a lesser business in- 
terruption value and resulting penalty 
under the deci wi A clause for the 
shorter period than if the entire time 


to restore and a year’s business interrup- 


tion value had been employed. In the 
second case, the time element adopted 
was that period necessary to restore 
the damaged furniture, fixtures and 
equipment vhich would have’ been 
moved to a new location. That time 
happened to be somewhat Jonger than 

days of the lease, yet not 


the remaining 

é long as the restoration of the 
and facilities of the property 
at actually destroyed. 

‘The actual development of figures 
in a business interruption largely 
turns on the insured and adjusters be 
ing able to analyze and figures 
and reduce them to a result. Probably 
the items that require most discussion 
in adjustments are depreciation, amor 





loss 


facts 





tization, interest on indebtedness, ad 
vertising and the continuance or em- 
ployment of important payroll during 
a suspension. All of these are gener- 








ally substantial operating costs. Some- 
times depreciation abates entirely while 
in other cases there is small abatement. 
Amortization charges which result from 
improvements to leased property rarely 
abates. Interest rarely ceases but under 
a given set of circumstances might not 
continue. 

“Advertising generally abates but in 
many cases continues almost in its en- 
tirety. Key payroll is ofttimes employed 
in the actual restoration of property and 
is earned by that. work, This results in 


the portion so employed becoming 
abated expense. There are a great num- 
ber of situations that will vary from 


loss to loss that common sense 


and fair dealing. 


require 


Extra Expense 


“The extra expense involved in busi- 
ness interruption adjustments sometimes 
become a very important part of the 
final loss figure. A coal mine, had a busi- 
ness interruption loss of $150,000 which 
was entirely extra expense. The concern 


who employed the tent collected nearly 
$100,000 which was largely overtime 
labor, use of outside facilities and sun- 


dry extraordinary costs. 

“The insured does not always recover 
the entire amount of extra expense un- 
der a business interruption coverage. In 
a sizable loss, three or four years ago, 
where the period of suspension was 
eight months, a gross business interrup- 
tion loss of $450,000 was agreed upon. 
Through the application of the contribu- 
tion clause, this amount was reduced to 


$325,000. The insured used every avail- 
able means to resume and carry on 
operations. A temporary roof was 


and much production had to be 
accomplished through the use of man 
power or hand labor in lieu of ma- 
chinery operations because much of the 
equipment had been destroyed.  Ex- 
traordinary expense for the eight 
months’ suspension actually amounted 
to over $400,000, whereas the insurance 
liability was $325,000. The insured did 
hold his customers and except for under 


erected 


insurance he would have collected his 
entire extra expense loss. 
When speaking of extra expense, it 


brings up the often tegen subject of 


extra expense insurance business in- 
terruption insurance. fee losses under 
extra expense coverage have been ad- 


justed as compared with business inter- 
ruption. Extra expense coverage might 
be said to be specific insurance on a 
single item. Business| interruption is 
blanket insurance covering not only the 
extra expense but earnings as 
well. Losses have taught us that it is 
extremely difficult to accept extra ex- 
pense coverage in lieu of business inter- 
ruption.” 


loss of 


REINSURANCE 


All forms for Casualty and Fire Companies 


EXCESS & SPECIALTY COVERS 


for Brokers and Agents 


EXCESS UNDERWRITERS, INC. 


Representing 


Domestic & Foreign Carriers 


90 John Street, New York, N. Y. 


454 Montgomery St., San Francisco, Calif. 


Insurance Exchange Bidg., Chicago, Ill. 
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Walter G. Roerhle Dies 


The Phoenix-London Group announces 
that Walter G. Roerhle, manager of the 
Phoenix - London Group northern New 
Jersey service office and field representa- 
tive for the Group for over 25 years, 
passed away on June 28. 


DUNHAM IN IND. FOR NATIONAL 

James R. Dunham has been appointed 
special agent in Indiana for the National 
of Hartford Group. Mr. Dunham, a 
native of Indiana, served with the U. S. 
Air Force for two years. Upon receiving 
his discharge in 1945, he returned to 
Indiana University where he graduated 
in 1949. He began his insurance career 
in a local agency in Anderson, Ind., and 
joined the National of Hartford Group 
two years ago. 


TOBACCO CROP INSURANCE 


Production costs invested in tobacco 


crops this year by 12,683 Kentucky to- 
bacco growers will be protected against 
unavoidable hazards by Federal crop 
insurance. This number includes 7,128 
whose insurance contracts for 1951 and 
prior years are extended to cover the 
1952 crop. The 5,555 others are those 


who, through May 15, filed new applica- 
tions for protection this year. 




















” WE SEND 


PROSPECTS 10 YOU 


Phoenix-Connecticut Group 
Tells Public How They Need 
Your Guidance 


Our 1952 advertising message 
dramatizes cases of people stump- 
ed by problems -- until helped by 
the friendly advice of our Agent. 
We point out that people buy 
more than insurance; they buy the 
time of a man - - to advise, to ex- 
plain, to guide, to help in time 
of trouble. 

That’s the message of our nation- 


That’s a “plus” 
you receive over and above the 


al advertising. 


expert assistance from our large 
force of fieldmen. Are you taking 
full advantage of what we offer? 


“PHOENIX 
CONNECTICUT 


GROUP OF INSURANCE COMPANIES 


The Phoenix Insurance Co, 
The Connecticut Fire Insurance Co, 
Equitable Fire & Marine Insurance Co. 
Minneapolis Fire & Marine Insurance Co, 
The Central States Fire Insurance Co. 
Atlantic Fire Insurance Co. 
Great Eastern Fire Insurance Co. 
Reliance Insurance Co. of Canada 
Executive Offices: 
52 Woodland St., Hartford 15, Connecticut 


TIME TRIED AND FIRE TESTED 
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Vincent Warns Against Hazards in 
Changes in Building Construction 


Lewis A. Vincent, general manager of 
the National Board of Fire Underwriters, 
hazz ards 


has warned against new fire 
and a growing trend toward lessening 
of fire protection standards in new 


building construction. He singles out in 
particular erection of buildings of tre- 
mendously large areas, light exterior 


walls, and increased occupancy hazards 
brought about by changes in methods 
of operation. 

Mr. Vincent expressed his concern 


over the new fire hazards and tendencies 
toward lessened fire protection in new 
building construction in a speech made 





LEWIS A. VINCENT 


at the 56th annual meeting of the Na- 
tional Fire Protection Association in 
New York. 


Lightweight Aggregates 
He emphasized also that as the popu- 
lation of America increases, and the 
rate of accidents and fire loss experi- 
ence become proportionately responsive, 
the fire protection field must begin now 
to anticipate important shifts and ex- 


pansion in building construction and 
consumer demands. 
In looking to the years ahead, Mr. 


Vincent predicted that in the field of 
building construction it appeared certain 
to him that the future will see greatly 
expanded use of lightweight aggregates 
in Bye and concrete. 

Lightweight metals, including alumi- 
num and magnesium, may also be looked 
for as finding greatly increased uses for 
the trim or exterior surfacing of build- 
ings and the use of aluminum sheets for 
siding and roofing of many buildings,” 
he said. 

He noted that fire walls have long 
been thought of as requiring a high de- 
gree of stability under fire conditions 
and observed that “we may expect in- 
adequate attention to or lack of recog- 
nition of the necessity for such walls to 
have the ability to stand in place 
through the complete burn-out of the 
building on either side.” 

Mr. Vincent noted further that new 
construction materials are composites. 
Many, he said, are made up in part of 
combustible constituents. 

In this connection, he singled out roof 
slabs made of wood chips or excelsior 
impregnated and bonded with Portland 
cement mortar, also roofing and siding 
materials of the sandwich type in which 
a thin non-combustible material is ap- 
plied to both sides of a thicker com- 
bustible material. 

Buildings of Large Area 

Mr. Vincent also noted a strong trend 
for the erection of buildings of tremen- 
dously large areas as compared to what 


fire protection people have long recog- 
nized as being totally unrealistic, con- 
sidering the ‘material used in the con- 
struction and the numerous fire hazards 
arising from many common occupancies, 
some of which until recently, he said, 
were thought of as being practically 
without serious fire hz wzards. In view of 
this, he warned that “it seems certain 
that the future will see more of this 
large-scale type of building with result- 
ing bigger fires.” 

Because of increasing fire hazards and 
the trend toward lessened fire protection 
in new building construction. Mr. Vin- 
cent said a corresponding development 
in improved means of detecting and ex- 
tinguishing fires in their incipiency is 
necessary. 


He added that automatic detection of 














PRITCHARD AND BAIRD 
REINSURANCE 


and 


Consultants 


We are retained as consultants or as intermediaries by many 
Direct Underwriters who find it to their definite advantage to 
have our services available on a continuing basis. We deal only 
in REINSURANCE and ALLIED MATTERS and our job is to 


protect the interests of our clients. 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 


BEekman 3-5010 


Intermediaries 


WOrth 4-1981 


















































fire, heretofore accomplished almost en- exploration to develop underlying prin- 
tirely by thermal means, is being ac- ciples. ; ? ; 
complished by detecting smoke optically In conclusion, Mr. Vincent called for 
and by other means, including detecting ‘round-the-clock preventive and protec- 
the ionization of air caused by the pres- tive programs for America’s growing re- 
ence of flame. serves of raw materials and finished 
He looked for further development products and for critical industrial fa- 
of the more efficient use of water for cilities upon which rests the success of 
fire extinguishment and said that cur- the nation’s peace-and-war program. He 
rent studies in the use of spray or fog — said: : 
indicate that this field warrants further “American industry is currently en- 
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gaced in a continuous and _ relentless 
drive for increased production in order 
to satisfy our civilian and _ military 
needs. This dual role of our industrial 


production must be safeguarded 
any potential upset due to fire 


against 
and ex- 


plosion. Around-the-clock preventive 
and protective programs must be pro- 
vided.” 


MINN. WIND LOSSES HIGH 
Damage From Storm of June 24-25 
Estimated at Several Million Dollars; 
Twin Cities Escape 
Losses in windstorms that swept 
Minnesota June 24 and 25 will run into 
several million dollars and extra adjusters 


have been brought in to handle the work. 
The heaviest losses were on farms and 
in rural communities, the Twin Cities 


escaping with minor d: mage, 

Western Adjustment & Inspection esti- 
mates it will handle around 3,000 claims 
in the Twin Cities and surrounding area 
with by far the majority of them and 
the larger ones in the suburban and rural 
areas. Some of the farm mostly 
barns, will run $8,000 or better, adjusters 
said, while $75 is estimated as the aver- 
age in the Twin Cities. This is the re- 
verse of the big wind storm of July 20, 
1951, when the heaviest losses were in 
~~ Twin Cities. 

Vhile the June 24 and 25 storms left 
a trail of damage throughout southern 
Minnesota the were particularly 
heavy in the Cities area, The 
American Red estimates damage 
in one small area alone at $750,000. In 
Anoka county, north of oe eer 15 
homes were destroyed and 120 damaged. 
LeSueur 


losse s, 


losses 
Twin 


Cross 


County, southeast of Minne- 
apolis, reported 20 farm buildings and 
two homes destroyed, and Washington 
County northeast of Minneapolis had 


several farm buildings razed or damaged. 
A new airport in that county was hit 
with the hangar flattened and seven 
planes destroyed. 

Hail from southern Minnesota 
are pouring in. Hail companies are re- 
signed to one of the poorest years they 
have had in a decade in North and South 
Dakota. Rainfall has been extremely 
light in all of North Dakota and the 
northern part of South Dakota with th 
result that a crop failure looms and 
farmers accordingly are not buying hail 
coverage. Volume will be way down in 
both those states and may be slightly off 
in Minnesota although crop prospects in 
that state are favorable. 


losses 


EASTERN MICHIGAN CHANGES 
The Phoenix-Connecticut Group an- 
nounces resignation of Wayne D. Shep- 
pard agent in eastern Michi- 
gan. He is entering the local agency 
business in Dearborn, Mich. Special 
Agent Richard D. Weaver a 
the group and is a with Wayn 


as State 


has 


County Manager A Mueller and Spe- 
cial Agent R. E. Ebersole at Detroit. 
Mr. Weaver has served with inspection 


bureaus and in the local agency field. 
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Deductibles, Though Sound, Present 
Difficult Public Relations Problem thereby a limited number of people, sud- 


One of the problems widely discussed in 
aga m and underwriting circles ts that 
selling the public on the necessity for 
Paneer s for automobiles comprehensive 
physical damage insurance. While the pub- 
lic has long accepted the deductible 
lision coverage, due to very high charges 
for full-cover collision, it has been asked 
to accept deductibles for windstorm insur- 
states, for additional extended 
recently for automobile 
risks. The “ Broker Age,” official 
publication of the Insurance Brokers’ As- 
sociation of the State of New York, pre- 
sents some interesting aspects of this whole 
article in the 


for col- 


ance im some 


coverage and more 
Insurance 


question in the following 


June issue: 


The refuge of deductible insurance to 


which a large portion of the insurance 


business has lately been hastening is 
gradually emerging as something less 
than the answer to the problems of auto- 
mobile property insurance. At the same 
time it seems to be the nurturing place 
of other problems. 

On automobile collision insurance 
where the rates has always been sub- 
stantial in relation to the amount at 
risk, the deductible principle has been 
firmly established for years, not only on 


the receiving end of the premium, but 
on the paying end. Where the premium 
paying public can note a substantial pre- 
differential between the full 


mium cov- 
erage and varying deductible amounts 
on an exposure which it is evident, from 


their day to day experience, is a day 
to day hazard and a daily occurrence, no 
public relations program is needed to ac- 
oils public understanding, 


Changing Public Attitude on Claims 


But when the same Agee ite is applied 
to the ph ysical damag hazards covered 
under the comet hensive form, not all 
of the same characteristics of the pic- 
ture are acne 

When an automobile driver who 
possessed collision insurance has had a 
collision he has always considered mak- 


ing a claim. This was no less true in 
years gone by than it is today. When the 
damage was light, and the cost of repair- 


ing it negligible, he has not always made 
a claim, but he has considered it. 

The same situation does not apply in 
the case of physical damage losses other 
than from collision. It does not take 
much inquiry to reveal that the average 
car owner has little understanding of 
what comprehensive coverage affords 
other than for fire and theft. A multitude 
of incidents which are, or could be, re- 
coverable under comprehensive coverage, 
have never been reported. 

The difference is that 
considered making 


policyholders 
claim for 


have never 

them because they have never known 
that they could. What, then, has been 
the reason for the greatly increased 
number of claims covered? Require- 


ments of financed purchases is, of course, 


an outstanding one, resulting in a great 
increase in covered units. It is highly 
probable however, that the reason lies 


also in the fact that the cost of repair 
has risen so greatly that the relative 
number of cases in which the cost is 


insignificant has been so sharply reduced. 
The size of ths repair bill stimulates 
one’s inquiry into the applicable of one’s 
insurance coverage. 


In other words the claim mindedness 





which has always existed among owners 
of automobile collision insurance is only 
recently developing among owners of 
comprehensin e coverage. It is not a mat- 
ter of morals, but of money. 


Nearly All Car Owners Have 


Comprehensive 


This fact produces situations as to 
which there are many different view- 
points. The difference in premium level 


between collision insurance and compre- 
hensive coverage makes it impossible to 
maintain in the latter as great a premium 
difference between full coverage and a 
$50 deductible amount, as can exist in 
the case of collision insurance. But there 
is another significant difference. The 
number of motorists who carry collision 
insurance compared to those who carry 
comprehensive coverage is relatively small. 

All of those who have carried compre- 
hensive coverage have had full coverage. 
Very few of those who have had collision 
coverage had had full coverage. Thus in 
any widespread adoption of the de- 
ductible form for comprehensive cover- 
age, it means asking a very high per- 
centage of the public to take less insur- 


ance protection than they have had be- 
fore. What are they being offered in re- 
turn? No premium saving which bears 


any evident comparison to the reduced 
amount of coverage. 

Thus the problem of applying de- 
ductible coverage to comprehensive is 
a complex one. It is not at all the simple 
matter of dollars and cents which some 
of the insurance company statisticians 
would like to believe it. It is a major 
problem of public relations and public 
education, An industry which has boasted 
of its progressiveness in providing more 
and better coverage and has interested 
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denly seeks to take away coverage which 
interests a large number of people, be- 
cause they are paying for it. 

These people are accustomed to having 
things cost more today than they did 
before. They are accustomed to paying 
more for nearly every item which they 
use. But they are also accustomed to 
having those items and paying more for 
them—not to having them taken away. 
It is no explanation to say that they 
are not having protection taken aw: Ly, 
but merely are becoming self insurers for 
a limited amount. 

What it actually means is that hereto- 
fore if one paid a premium of $15 to 
compensate him fully if he has a claim 
for $75, it now costs him ne: arly four 
times as much to be fully compensated 

—and all at once, instead of in small steps 
over a period of years, as has been the 
case with other price rises. To make it 
worse, it may be three or four years 
before he has occasion to make a claim 
and by that time he will probably have 
forgotten that his coverage is on a de- 
ductible basis. Then, when he is looking 
to be made whole, he is made to recall 
the change which his coverage under- 
went. 

Public Relations Problems 

Such a recognition of the public re- 
lation’s problems of applying a deductible 
is not intended to imply a disbelief in 
the soundness of the deductible form in 
a high frequency coverage. Most brok- 
ers believe in its soundness and have for 
years advocated that it be made a com- 
panion teature to the ever-broadening 
comprehensive policy, as a safeguard 
against the very flood of claims which 
now besets the industry. Although the 
problem on establishing an adequate rate 
differential at low premium levels is dif- 
ficult, an earlier adoption of an option 
$25 deductible, before inflation resulted 
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in occurrence becoming a claim, would 
probably have been widely sold and have 
done much to relieve today’s squeeze. 

Now, although a technical option be 
properly permitted to exist the deductible 
form must be forced upon many policy- 
holders and must be accompanied by the 
dissatisfaction the public always exhibits 
when something is forced upon them, 

It is pretty much up to the agents and 
brokers of America with the full coop- 
eration of the insurance companies, to 
salvage the bad public relations situation 
by a more patient and detailed explana- 
tion of coverage than is ordinarily re- 
quired. , 


Colleton National Union 
Inland Manager in N. Y. 


The National Union Fire of Pitts- 
burgh, announces anpointment of F. J. 
Colleton as inland marine manager in 
the New York office. He succeeds Fred- 
erick Michel who has acted in the same 
capacity for many years and is retiring 
under the company pension plan. 

Mr. Colleton is well known in inland 
marine circles. He entered insurance 
in 1929 with the Royal in New York 
City and was transferred to the inland 
marine department in 1932. Later he 
served with the Glens Falls and for sev- 
eral years was associated with the Aetna 
(Fire) at the New York office. He 
left that post to join the National 
Union. Mr. Colleton is a native of 
New York City and served in World 


War II with the armed forces. 


San Diego Mesto Assn. 

Marine Brokers and Agents Associa- 
tion of San Diego has been formed by 
agents and brokers in San Diego, Los 
Angeles Harbor and other Southern 
California ports writing ocean marine 
insurance on the tuna fishing fleet. Ted 
Stark of the White & Stark agency, 
San Diego, has been named chairman. 
The new association will confer with 
underwriters and companies relative to 
insurance matters affecting the tuna 
fleet. 

In connection with 
association, announcement 
that hull insurance rates on 
vessels in the fleet will be 
10% effective August 1. 


formation of the 
also is made 

wooden 
increased 


CHARLES F. SIMMONS DIES 

Funeral services were held recently 
for Charles F. Simmons, 91, of Milton, 
Mass., staff adjuster at the Home In- 
surance Co.’s Boston office, and_ its 
oldest employe, who died in Milton. 
Mr. Simmons, a native Cape Codder, 
began his insurance career in 1880 with 
the old Hollis & Snow agency in Bos- 
ton, Home represent itives. He became 
branch supervisor for the Home in 
Boston and in 1914 was appointed staff 
adjuster for the metropolitan Boston 


area. 
He was an honorary member of the 
New England Insurance Exchange, a 


member of the Ancient and Honorable 
Artillery Company and the Masons. 
ARIZONA CODE REVISION 
Arizona’s State Corporation Commis- 
sion has appointed Paul M. Roca, a 
Phoenix attorney, to undertake the task 
of rewriting the state insurance code. 
Members of the State Corporation Com- 
mission said the project will bring the 
state’s insurance code up to date, with 
annotations and in proper sequence. 
The present Arizona code has been in 
use for about 15 years. 
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Automobile Liability Rate Problems 
Aired in Bohlinger’s Legislative Report 


N. Y. Superintendent Points to Effect of Inflationary Impact 
on Auto B.I. and P.D. Rates; Expresses Views on Com- 
pulsory Auto Ins. and Experience Rating Plan 


[he automobile liability insurance rate 
ituation figured prominently in the 93rd 
preliminary report made by  Superin- 
tendent of Insurance Alfred J. Bohlinger 
to the 1952 legislature which was released 
for publication this week. In addition the 
Superintendent discussed frankly the 
question of whether automobile liability 
insurance should be compulsory for car 
drivers of New York State, and indicated 
that the Department is continuing its 
studies of this subject as so is the Hults 
Committee of the Legislature. The up- 
per most question, he said, is what 
method or methods can best solve the 
problem of the nn motorist. 

Another important subject broached in 
the Bohlinger legislative report is that 
of “Experience Rating for Private 
Passenger Cars,” a study which the 
Department is now conducting at the re- 
quest of Governor Thomas E. Dewey. 
His significant conclusion was that “in 
view of the ever-increasing demand for 
a rating plan which would lighten the 
financial burden on careful drivers, the 
Department believes that the time has 
come for the industry to reevaluate its 
position with regard to experience ri ating 
plans for private passenger automobiles.’ 

The Superintendent’s detailed com- 
ments on these major problems as con- 
tained in the report follow: 

Auto Liability Rate Situation 

“The problem of automobile liability 
insurance rates during 1951 became of 
paramount importance not only to insur- 
ance companies and the Insurance De- 
partment, but also to insureds. The 
steadily deteriorating experience in the 
automobile liability field forced what 
were termed emergency rate adjustments 
effective in July, 1951, of a 20% increase 
in bodily jal and a 10% increase in 
property damage 

“What was generally overlooked by the 
average motorist in his reaction to these 
emergency rate increases was the fact 
that automobile liability insurance rates 
are directly related to economic trends. 

“The gathering inflation, which has 
been taking place in our national 
economy over recent years, is providing 
the impetus which is driving the cost 
of providing automobile liability insur- 
ance upward, Juries, as a result of their 
own experience with the declining pur- 
chasing power of the dollar, have re- 
sponded by awarding successful plaintiffs 
with larger verdicts. These awards in 
turn are reflected in increased average 
bodily injury claim costs. On the prop- 
erty damage side of the automobile 
liability picture, inflation also has been 
a factor in causing the sharply increased 
cost of replacing fenders, windshields, 
and other frequently damaged parts of 
cars, 

How Rates Are Determined 

“Since we are all interested in auto- 
mobile liability rates we should know 
in essence how such rates are de- 
termined. The following presents in as 
non-technical language as possible, the 
major factors involved in setting the rate 
level. 

“Basically the automobile liability in- 
surance ratemaker must know for each 
rating territory in the st ate the number 
of cars insured, the premiums paid, the 
losses incurred ‘vith excess limits losses 


stated separately from losses attributable 
to basic limits) and the number of 
claims. Once these data have been col- 
lected, it is then possible to compute 
claim frequency (or the number of 
claims per 100 insured cars), the average 
cost of each claim, loss ratios, and other 
significant indices. 

“Using the above figures the ‘pure pre- 
mium’ or average loss cost per insured 
car can be derived. This figure repre- 
sents the average amount of money 
spent on each insured car by the com- 
panies in paying basic limits losses for 
the period of time under review. The 
pure premium or average loss cost per 
car is calculated for the state as a whole 
in order to provide information upon 
which the statewide level of rates can be 
based. In addition, the pure premium is 
computed for each of the 46 rating terri- 
tories comprising New York State. 

“Automobile liability statistics are col- 
lected for each of the rating territories 
into which the state is divided. It is 
obvious that some territorial distinction 
as to automobile liability insurance costs 
must be made since local conditions such 
as traffic congestion, the efficacy of law 


e c . ° 
enforcement, jury verdicts and other fac- 


tors may have a pronounced effect upon 
automobile liability experience costs. 
“It should also be noted that, when a 
car garaged in one of these rating terri- 
tories is involved in an accident in an- 
(Continued on Page 32) 
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G. ROBERT HOWELL TO RETIRE 


Fidelity & Deposit V. P. in Home Office 
Fidelity Department, Has Been With 
Company 42 Years 

G. Robert Howell, vice president of 
Fidelity & Deposit in its home office 
fidelity department, will bring his 42- 
year career with the company to a close 
on August 1. Mr. Howell will 
under the provisions of the F. 
retirement program. 

Mr. Howell has been in the fidelity 
department throughout his long career 
with the F. & D. First a stenographer 
in the bank bond division, he later be- 
came manager of the division, and in 


retire 


& D.’s 


1929 was appointed assistant manager of 
the department. He was promoted to the 
post of manager in 1945, and was elected 
to his present office of vice president 
in June, 1950. 


One of the most highly regarded 
figures in the surety industry, Mr. 
Howell has held numerous prominent 


posts in the Association of 


America. 


Surety 
He is considered an authority 
blanket bonds, and also 
gained note for his preparation, several 
years ago, of the first blanket bond table 
of basic rates. 


on bankers 





6.4% Decrease in Pa. 
Comp. Rates Approved 


Artemas C. 
Leslie of Pennsylvania has approved a 


Insurance Commissioner 


revision in workmen’s compensation 
rates for the state as filed by the Penn- 
sylvania Compensation Rating & Inspec- 
tion Bureau. The new rates, effective 
on and after July 1, average 64% lower 
than those previously in effect. 

The average reduction for classifica- 
tions in the Manufacture and Utilities 
Group will be 8.7%, for those in the 
contracting and quarrying group 0.9%, 
and for those in the other industries 
group 7.2%. The rates for 124 classifica- 
tions will be reduced, 23 will be in- 
creased and 40 will remain the same. 


ee 
















H. W. Nichols Warns of 
Bureaucratic Control 


FOR INDIVIDUAL INITIATIVE 


Independent Adjusters Hear His Plea 
for Greater Participation by Business- 
men in Affairs of Government 


In a statesmanlike address on July 
before the National Association of Inde- 
pendent Insurance Adjusters, in annual 
session at White Sulphur Springs, W. 
Va., Henry W. Nichols, vice president 
and general counsel, National Surety 
Corp., deplored the current trends, par- 
ticularly in the direction of bureaucratic 
controls, which are so dangerous to cur 
country and to the future of private 
enterprise. Fearful of a changing phil- 
osophy of government which, in his 
opinion, is expanding into every location 
and each field of endeavor, Mr. Nichols 
offered this challenging suggestion: 

“A revival of something of the spir- 
itual quality so inseparable from the 
historic basis of our nation is necessary. 
People need to take part in affairs of 
their private business beyond the four 
walls of their offices, just as you people 
are doing here. They need to understand 
that human beings grow mentally and 
spiritually by their own efforts to gov- 
ern themselves. And that those people 
degrade themselves who surrender their 
independence, whether in business or 
government, to an all powerful central 
state.” 

Declaring that the insurance business 
has played a magnificent part in the 
social and economic development of the 
United States, the speaker impressed 
upon his audience “what a great stake 
our industry has in the private com- 
petitive enterprise system of this coun- 
try.” However, in recent years social 
planners have succeeded in_ bringing 
about a steady encroachment of Govern- 
ment into the field of insurance. As a 
specific example, he mentioned President 
Truman’s recent request to Congress to 
set up a system of Federal war damage 
insurance. 

Mr. Nichols further observed that a 
recent publication of the New York Tax 
Foundation, Inc., of ple York quoted 
estimates of Federal insurance in force 
at $325 billion as of the end of 1952, 
compared with only $252 billion in 1950. 
figures, he said, do not inciude 
compensation _ liability. 
emphasized: 


These 
unemployment 
The speaker then 


Meekness of American People 


“The most amazing anomaly of our 
social and economic history is the meek- 
ness with which the American people 
have watched bureaucratic controls sad- 
dled upon the private business of this 
country, including the insurance busi- 
ness. Most of our people do not mean 
to be indifferent. They do not mean to 
surrender their liberties. The trouble is 
that freedom has been so much a part 
of our lives that people take it for 
granted. They do not realize that a 
militant stand must be taken against 
dange srous trends that would destroy it. 
“Part of your job and of mine is to 
help conduct this great business of in- 
surance so that favorable public opinion 
will be deserved by the companies which 
we serve. It is part of our job, too, to 
promote a wider and more sympathetic 
understanding of our business. If the 
importance and fine integrity of our 
business is understood by the people in 
all your respective communities, then 
we will not need to fear the absorption 
of insurance by a socialistic government. 
What you may contribute in this di- 
rection will be of benefit not only to 
insurance but to all free competitive 
enterprise in the United States. 

“If state socialism ever gains control 
in this country, the insurance business 
will be one of the first free enterprises 
to go. With it will go every independent 
adjuster in the business. If there is one 
thing that is not tolerated in a socialist 
or totalitarian state it is an independ- 
ent. 


From this point on Mr. Nichols de- 


(Continued on Page 33) 
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Washington National Inaugurates 


Over-Age Employment sean 


new employes were 
welcomed into the home office “family” 
recently, on the same day, by H. R. 
Kendall, chairman of the Washington 
National of Evanston, Ill. One group 
consisted of eight young men and women 
attending Kendall College, Evanston, 
and looking forward to business careers. 
They will go to school in the mornings 
and work at the Washington National 
in the afternoons. 

The other group was made up of five 
men whose average age is over 60 (49 


Two groups of 


Tere ere 


sererere* 


. 
- 
. 
. 
a 
* 
. 
, 
” 


and temperamentally able to work, 
cruel to force him to retire. 
“and I believe most peo- 
ple whose health is good would rather 
work than loaf. 
I constantly 
men who have retired only a few years. 
It is my opinion that enforced inactivity, 
has more to do with their 


work,” 


in most cases, 


death than any other cause.” 
The Washington National does not 
impose compulsory retirement on ac- 


count of age. 


he says, 


In the obituary 
come across the 





New employes are welcomed into Washington National home office by H. R. 


Kendall, 


chairman, right. 


The young man is a college student; 


the older man 


(center) is a formerly retired man who tired of having nothing to do. 


to 66), who had replied to the com- 
pany’s recent help wanted advertisement 
offering employment to over-age per- 
sons 

The latter group, generally, 
terested in going back to work not so 
much on account of the money they 
would make, but because they had found 
retirement uninteresting. Some of them 
had been forced into idleness by retire- 
ment rules in the companies with which 
they had been associated. They hi id 
found difficulty in finding other jobs 
because most companies will not con- 
sider prospective new employes over 
age 50. They had held sales or executive 
positions, with salaries up to about 
$18,000 a year. One of them said: _ Mr. 
Kendall, you have saved my life.’ 

The Washington National’s Seite 


was in- 


department placed the new over-age 
employes in the same way other be- 
ginners would be placed, trying to put 


them in jobs for which they were suited 
and which they would enjoy, but not cre- 
ating jobs for them. Two men were put 
into the casualty claims division, one 
checking rt & H. and group claims as 
they are received, the other as a file 
clerk, the usual beginning job in the di- 
vision. 


Idea Born Over Year Ago 


The company’s decision to experiment 
further with the hiring of over-age em- 
ployes was based on a small start in 
this direction. A year and a half 
two retired men were employed. One 
started as a file clerk in the application 
files and now is supervising the section. 
The other started as a clerk and now 
is a claim adjuster. Another man has 
been with the company about a year as 
a file clerk. 

Chairman Kendall, 


ago 


himself 76 years of 


age, and chief executive officer of the 
Washington National, believes that so 


long as a person is physically, mentally 


office 


staff there are executives and 


other employes who have passed the age 


65 


milestone long ago. Some of them 


t is 
“I lov e a 


notices 
names of 


In all ranks of the home 


do not work full time, but others regu- 
larly put in the full work day from 8:30 
to 5 o’clock, five days a week. 
Retirement Not a Necessity 
The company’s attitude in this re- 
spect, says Mr. Kendall, is one of en- 
lightened self-interest, as well as having 


some elements of humanity in it. He 
believes that business organizations 
should re-study the whole problem of 


retirement and not blindly the unscien- 
tific plan of requiring employes to re- 
tire just because they have reached a 
certain age. Chronological age is just 
one factor, he believes, in determining 
whether a person is a valuable employe. 
Of more importance are his physiologi- 
cal age and his general attitude toward 
life and continued activity. 

From the standpoint of society, too, 
Mr. Kendall feels that business and in- 
dustry must keep more older people at 
work. In numbers and percentage of 
the ponulation, there are more and more 
of them, and it is better for those of 
them who are able, to be productive 
rather than to become dependent on the 
productivity of the others. 


Film Descriptive of DBL 
Law in New York Revised 


The New York State Workmen’s 
Compensation Board has announced that 
its documentary film, “So You Work In 
New York” has been revised to include 
information concerning the recent in- 
crease in the maximum weekly benefit 
rate from $26 to $30 for non-occupational 
disabilities. The film, available for loan 
to interested groups in the state, may be 
obtained free by writing to supervisor, 
film library, New York State Department 
of Commerce, Albany 7, N. Y., or to pub- 
lic information section, W orkmen’ s Com- 
pensation Board, 80 Centre Street, N. Y. 

This 15-minute sound film fully de- 
scribes the disability protection provided 
for wage earners under workmen’s com- 
pensation and the Disability Benefits 
Law, as amended. Beginning with work- 
men’s compensation, the film shows how 
the worker receives weekly cash benefits 
to compensate, in part, for wages lost 
during periods of occupational disability 
or disease. In addition, the film tells how 
the disabled worker is also entitled to 
receive hospitalization, x-rays, laboratory 
tests, medical and surgical care and ap- 
pliances as needed. 





Sizable Increase in Auto B.I. 
And P.D. Rates for D. of C. 


Automobile liability insurance rates in 
Washington, D. C., will be increased up 
to 40% this month by 157 companies 
writing policies there, the District of 
Columbia Insurance Department has an- 
nounced. 

The new rates become effective on 
July 14. Existing policyholders will not 
be affected at once unless their policies 
expire before that date. However, since 
all companies operate on an annual re- 
newal basis, the new rates will apply to 
policies coming up for renewal after 
July 14. 

Meanwhile, the Farm Bureau Mutual 
announced rate increases for both its 
District of Columbia and Maryland 
policyholders effective July 1 for B. I, 
P. D. and comprehensive insurance. Vir- 
ginia rates, which went up slightly a 
year ago were not affected. 

3oosts for private passenger cars in 
the D. of = generally will amount to 
21% for B. I. and 40% for P. D. Com- 
mercial oA will get 40% increase in 
property damage rates. 

In filing the new rates with the In- 
surance Department, the companies cited 
mounting accident frequency and_ in- 
creasing claims costs as reasons for the 
increases. A spokesman for the Insurance 
Department, said the increases are fair 
and reasonable. 


OPENS OFFICE IN ILLINOIS 





Patton Manager of National Casualty’s 
New Branch Office at Springfield; 
Plans Additional New Offices 
The National Casualty Co. of Detroit 
announces the opening of a mid-western 
casualty division branch office at Spring- 

field, Ill. 

Ralph L. Patton, a local Springfield 
man, will be in charge of the new office. 
Mr. Patton attended Creighton Univer- 
sity and Lincoln College Law Schools. 
During World War II, he served as 
flight instructor in the U. S. Air Corps. 

This is the second mid-western branch 
office opened since the first of the year, 
when National’s mid-western expansion 
and development program was an- 
nounced. A similar office was opened at 
Cleveland, Ohio, in January, and addi- 
tional offices are contemplated in Indi- 
ana, Michigan and Wisconsin. 








































MORE THAN ALL THESE COMBINED... 
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ACCIDENT 
Fire and Gf “Potomac 
assurANcE | Insurance 
CORPORATION 
ompan 
Lid. Cc mp a ly 
Got. 1085 DISTRICT OF 
COLUMBIA 


NEVADA 
318,000 NEW 
HAMPSHIRE 
/533,000 


MONTANA 
591,000 








The combined popula- 
tion of these five states 
is 1,979,000. Last year 
1,999,500 persons were 
killed or injured in traf- 
fic accidents. At the pres- 
ent rate this number will 
be exceeded this year. 
It behooves everyone in 
the insurance industry 
to preach safe driving 
day in and day out. 





EXECUTIVE OFFICES 
GENERAL BUILDINGS 
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Roy 


Tuchbreiter: 


President of Continental Companies, Chicago, in Spotlight As Chief Negotiator 
In United States Life Purchase; His 36-Year Career with Continental Has 
Activity; Aggressive Leadership His Outstanding 


Teemed with 


\ Chicago boy who first earned the 
respect of his own home town and who 
has since enhanced the reputation of his 
city as one of the nation’s important 
would be a capsule 
president 


insurance centers, 
history of Roy Tuchbreiter, 
of the associated Continental Companies 
of Chicago. In addition to being presi- 
dent of one of the largest multiple line 
casualty and surety companies he is also 
head of the Continental Assurance which 
is approaching the $2 billion mark in 
life insurance in force, and is president 
of Transportation Insurance Co. He re- 
cently attracted new national attention 
when the 103-year-old United States 
Life of New York was purchased by the 
Continental Casualty. Mr. Tuchbreiter 
was the chief negotiator in this pur- 
chase deal. 
Worked for Time in New York City 


Mr. Tuchbreiter went into the insur- 
ance business after being educated in 
the Chicago public schools. His first job 
was that of office boy with a large gen- 
eral agency. 

The Continental Companies have come 
to prominence in a span of a little more 
than half a century—55 years to be ex- 
act. Mr. Tuchbreiter has been associ- 
ated with the companies for 36 of those 
years, a fact which links the aggressive 
rise of this Chicago insurance institu- 
tion directly with the personal business 
acumen of its current head. This acu- 
men was early demonstrated. Between 
1910, when he entered insurance field, 
until 1916 when he first joined Conti- 
nental he made rapid progress. So much 
so that the new Continental staff mem- 
ber was immediately sent to New York 
and charged with the responsibility for 
developing commercial accident and 
health production in that territory. 

During the next two years Mr. Tuch- 

breiter established a record which so 
impressed company officials that he was 
called back to the home office in Chi- 
cago as executive special agent in 
charge of developing the miscellaneous 
casualty lines. The war interrupted his 
career at this point. Entering service, 
he was sent overseas. Remaining there 
until the end of the war, he rose to 
the rank of captain in artillery. 


Was an Agency Building Star 


Tuchbreiter re- 
becoming as- 


After the war, Mr. 
turned to Continental, 
sistant superintendent and, later, su- 
perintendent of agents. He immedi- 
ately set out to build a closely knit and 
highly efficient agency plant. During 
this period he demonstrated his genius 
for organization, furthering his com- 
pany’s progress through the enlistment 
of new producers and the dissemination 
of practical advice and encouragement 
to men already in the field. 

Tuchbreiter’s remarkable record as an 
organizer, as well as his executive abil- 
ity, were officially recognized when, 
early in the 30's, he was named vice 
president and director of the casualty 
and life companies. In 1937 he was ad- 
vanced to first vice president of the 
casualty company. Seven years later he 
was elected president of that company, 
advancing to the first vice presidency 


of the life company at the same time. 
The following year, upon the death of 
Herman A. Behrens, he also became 
president of the life company. 


Status of the Companies 


Since Mr. Tuchbreiter’s assumption of 
the Continental organization’s chief 
office, both companies have moved to 
new achievements in terms of growth, 
increased public service and_ participa- 
tion in civic affairs. During 1943 Con- 
tinental Casualty net premiums written 
amounted to $31,675,000. Last year the 
company’s net writings were $115,000,000, 
a 300% increase in eight years. During 
the seven-year period from 1945 to the 
end of 1951 Continental Assurance life 
insurance in force more than tripled, 
advancing from $539,436,000 to $1,823,- 
000,000. When this company passed the 
$1 billion mark in life insurance in force 
in 1948, it did so in the shortest period 
of time of any company then in this 
distinguished group of lite insurance in- 
stitutions. The Continental Assurance 
will undoubtedly pass the $2 billion mark 
in insurance in force this year. 

3ehind the continuous advancement of 
the Continental Companies during the 
past eight years has been an aggressive, 
flexible business philosophy which is the 
key to Roy Tuchbreiter’s outlook on 
modern conditions. To meet growing 
personal and business insurance needs 
of the nation, since 1944 Continental 
Casualty has pioneered in new and im- 
portant fields, especially in such spe- 
cialty lines as worldwide aviation acci- 
dent and A. & H. special risks cover- 
age. In 1949 Continental Casualty intro- 
duced the low cost family polio policy 
and, despite two following epidemic 
years, has since made this coverage 
available to more families at still lower 
cost through Group plans. 


Close Personal Relationship With Field 


Representatives 


Mr. Tuchbreiter’s personal relations 
with representatives of his companies is 
a close one. Most of the people at 
Continental who have worked with him 
in his aggressive development of cov- 








The Family Circle, magazine for Continental 
Companies’ 4,000 employes, annually sponsors 
an all-employe photo contest. President Tuch- 
breiter is shown above awarding U. S. Sav- 
ings Bonds to two of the 1951 grand award 
winners—Helen Hartmen (center) and Alice 
Loesch, 


erages to meet new markets call him by 
his first name. He, in turn, can call 
hundreds of employes by theirs. This is 
not only a part of his personal attitude 
toward individuals as such, but is also a 
reflection of his corporate policy for 
Continental. He feels that his compa- 
nies can progress only upon a three-way 
team play between management, men in 
the field, and home and branch office 
personnel. Result of this policy has been 
an increasing number of staff men raised 
from the ranks to positions of responsi- 
bility whenever they have indicated ini- 
tiative and executive ability. Continen- 
tal’s approximately 4,000 employes also 
enjoy an unusually well coordinated pro- 
gram of special insurance and other 
benefits. 

Apart from absorption with the ad- 
vancement of the Continental ‘actitagihon, 
Tuchbreiter has found time to be active 
in many insurance organizations and to 
serve his city and state in various capa- 
cities. Currently, he is a member of the 





L. to R.: Frank J. Stich, executive assistant vice president, Continental Casu- 
alty; J. M. Smith, first vice president, Continental Casualty; Roy Tuchbreiter; 


sol 





Howard Reeder, 


tive vice pr 


t, Continental Assurance. Picture was taken 


at lunch in the Mid-Day Club rooms in Continental home office where supervisors, 
managers and management of the Continental Companies gather daily. 


Quality 


board of trustees oy on the school of 
nursing committee of Henrotin Hospital 
in Chicago. He is now and for several 
years has been state chairman of the 
Illinois Savings Bond Advisory Com- 
mittee. He is also currently chairman of 
the board of trustees of the State Em- 
ployes’ Retirement System of Illinois, 
as well as a member of several promi- 
nent clubs. He was chairman of the 
industry’s Social Committee which made 
attractive the visit of the Insurance 
Commissioners and those attending their 
annual meeting at Conrad Hilton Hotel 
in Chicago last month. 

An excellent golfer and fisherman, 
Roy Tuchbreiter spends his leisure time 
out of doors whenever possible. He is 
a member of the board of the Chicago 
Golf Club. Moreover, even though his 
permanent residence is in Chicago, for 
some years he has mz en ined a second 
home in southern California, at El 
Rancho Sante Fe. His vacations are 
spent at this ranch, which he is cur- 
rently developing and where he now 
runs blooded cattle and horses. 


B. E. Kuechle Talks on 
Handicapped Workers 


America needs the productive abilities 
of medically and physically hc andicapped 
workers and it would be a national loss 
if unjustifiable workmen’s compensation 
awards to some of them became so 
numerous as to operate against their em- 
ployment as a class, Vice President B. E. 
Kuechle of the Employers Mutuals of 
Wausau claim department said July 9 
at Milwaukee. He was a panel member 
at a session of the sixth annual scientific 
and clinical conference of the Association 
for Physical and Mental Rehabilitation 
held at the Allen-Bradley Co. 

“Industry is convinced that 
capped persons properly placed are a 
real manpower asset in its broadest 
sense. Gains made in their useful em- 
ployment since World War II must not 
be lost or reduced,” he said. 

Dangers of a setback in the placing of 
the medically handicapped workers were 
traced by Kuechle to exaggerated testi- 
mony in support of complaints for non- 
industrial disability and for old-age in- 
capacity unre lated to any work-con- 
nected injury which the workmen’s com- 
pensation law is intended to cover, Such 
cases may make employers reluctant to 
hire them and all handicapped people 
will be adversely affected, he said. 

“Denied employment, such individuals 
will no longer produce wealth but become 
a charge on public and private charity,” 
Kuechle aera 

“So-called Second Injury funds were 
designed to offset the shock of losses 
in cases where aniline: are already 
partly disabled. But it must be re- 
membered that such funds are applied 
almost without exception to visible 
handicaps,” he added, referring to provi- 
sions in some states for spreading the 
cost of injuries made more serious than 
usual by the fact the employe already 
had lost one eye or one arm or was 
otherwise partly disabled. 

Chairman of the panel on which 
Kuechle appeared was Dr. Bruno J. 
eters, assistant clinical professor of 
medicine, Marquette University. The 
conference is a six-day meeting, most 
sessions of which are being held at the 
Hotel Schroeder, Milwaukee. 


handi- 
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Why Conservation Is Greatest 
Undeveloped Part of A.@ H. Field 


By Francis J. Haran 
Assistant Secretary, Connecticut General Life 
















































is an agency matter. Conservation work 
should therefore be concentrated in the 


Francis J. Haran, assistant secretary of 
Connecticut General Life, spoke at a re- 
cent educational seminar of the Bureau of — field with proper direction from the 
Accident & Health Underwriters on the home office. 
subject of “Conservation in Accident & We honor a man who writes much 
Health Insurance” and created considerable new business but are likely to overlook 
interest in his realistic approach to this a man whose sales record may be less 
problem based in part on responses made brilliant but whose account is consis- 
to a questionnaire. The following are the tently growing because he spends part 
highspots of his talk: of his time preserving his business. It 

The little attention paid to the A. & is not so much the honors and awards 
1. lapse rate is probably due to the that matter as it is the consciousness 
tremendous growth in the accident and or lack of consciousness of the need for 
health field in the last 15 years. Volume conservation throughout the organiza- 
has increased rapidly due to new sales tion, not only in the home office but also 
but the true rg of progress has been in the field. 
overlooked; i.e., better persistency along We should not lose any opportunities 
with the increase in sales. It has been to talk to our agents about the value 
stated that to achieve the same earn- of a good A. & H. account. Many suc- 
ings, an agent whose lapse rate is high cessful men in the insurance field today 
must write three to five times as many will tell you that the backbone of their 
policies as the agent whose business business is a good accident and health 
stays on the books. account. 

In life insurance a much better job of As we study the conservation material 
conservation has been done. Life men available and note the few companies 
have been aware of its importance for making an effort in this area, a good 


a longer period of time and have in question to ask ourselves is: Do we 
many instances incorporated good per- want good persistency? From a_ public 
sistency in the qualifications for their relations standpoint we should. From a 
companies’ various honorary clubs. They — standpoint of expense we also should. 
have talked about it. Many have estab- Stop and think what results we would 
lished conservation departments, and, of | have if we were to reduce our lapse 


course, the laws regarding “twisting” 


have been very helpful. 
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Olympic Team Covered for Accident 


Insurance by Continental Casualty 


The United States Olympic team de- 
parted this week for the games at 
Helsinki, Finland, with all of its 397 
members, managers and coaches pro- 
tected by accident insurance through the 
metropolitan New York office of Con- 
tinental Casualty. 


3ehind this spot news is the interest- 
ing story of the alertness of Edward G. 
Magee, of Continental’s aviation and spe- 
cial risk division in New York, in follow- 
ing up a news item about the Olympic 
athletes which appeared in the New York 
Daily News on June 27. 

This item emphasized the point that 
members of the team would be required 
to pay for all incidentals of their trip 
abroad including passports, photos, etc., 
Mr. Magee reasoned that such being the 
case there was slim possibility of acci- 
dent insurance coverage being officially 
provided for the Olympic team members. 
So the problem was to sell some inter- 
ested party on the idea of paying the 
premium for the insurance. 

With no time to lose the Continental 
prepared a program which. at a minimum 
premium, would cover each Olympic 
athlete for $2,500 in case of accidental 
death and dismemberment and $250 acci- 
dental medical reimbursement carrying 
$10 deductible. 

As the next step an insurance broker 
—Mortimer Foss of William H. Fleisch 
& Co., Inc., 45 John Street, New York— 
came into the picture. He approached 
Nathan Ohrbach, president of Ohrbach’s 
department store in New York, who was 
glad to contribute the premium money 
A public spirited business executive and 
active in worthwhile causes, Mr. Ohr- 
bach has a particular interest in the 
Olympic events this month as one of 





A. & H. Industry Needs to Do 
Better Job 

The accident and health industry has 
not done the job it should have in edu- 
cating the public to appreciate our type 
of insurance. We have failed to impress 
upon the public its functions and the 
needs it fills in everyday life. We talk 
about our coverage as the foundation for 
all other insurance, for if the income 
is destroyed, the rest of the program 
crumbles because the individual cannot 
pay the premiums. But we have not sold 
the public on this. It is more conscious 
of the need of life and fire insurance 
than of income protection. 

When we analyze factors affecting 
conservation we have to start with the 
agent at the time of solicitation. He 
must have proper training in selling and 
in servicing. He must learn to sell cov- 
erage to fit the need and see that the 
buyer thoroughly understands what he 
has purchased. This requires personal 
delivery of the policy and thorough ex- 
planation of its provisions. When an 
agent spends considerable time and ef- 
fort selling a policy originally, it cer- 
tainly is good business to endeavor to 
keep the policy on the books. 

There have been far too many lapses 
in A. & H. business. One reason may 
be because the agent feels that it is 
easier to write new business than to 
keep old business on the books because 
income protection and hospitalization in- 























































and he GETS ACTION! 


over a million dollars a week! 


to sell insurance for. 


Mutual f : 


The Largest Exclusive Health & r 
Accident Company in the World 


surance have been growing so fast in 
popularity. Moreover, as we all know, 
the true salesman is interested in mak- 


ing sales and not in detail. However, 
he should always remember that to the 
prospective client, receiving service is 
more important. Therefore, te must not 
let his ambition to make a sale over- 
shadow his willingness to give service. 
He must sell himself to his client and 
render service in such a way that his 
client is encouraged to call him if any 
insurance questions arise. The compa- 
nies should try their best to eliminate 
unnecessary details and should also edu- 
cate the agent that service is a most 
important part of any sales effort. This 


MUTUAL BENEFIT HEALTH & 





The Red Tape! 


There’s nothing bureaucratic about the folks at MUTUAL OF 
OMAHA. When a policyowner has a claim, he wants action, 


MUTUAL OF OMAHA maintains 
110 service offices, located at convenient points throughout the 
United States, Canada, Alaska and Hawaii... to facilitate 
direct, prompt, local service and payment of benefits. In 1951 


MUTUAL OF OMAHA sent out 675,918 benefit checks ... 


414 million dollars paid in benefits in its 42 years of operation. 
A fine company to buy insurance from ... and a fine company 
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his employes is a member of the women’s 
swimming team. 

All details of the program were com- 
pleted in less than a week’s time and the 
policies have been issued, As a result the 
397 athletes, managers and coaches will 
be covered throughout their round trip 
to Helsinki. From Continental Casualty’s 
standpoint the by-products of this deal 
will be most rewarding. 

Edward G. Magee joined Continental 
Casualty three months ago, having pre- 
viously been with Ter Bush & Powell 
Inc., as assistant manager, life depart- 
ment in its New York City office. 


O’Hanlon Reports Opens Up 


Columbus and Louisville 
Howard A. Slayback, president of 
O’Hanlon Reports, Inc., has announced 
the opening of new offices at Columbus, 
ae sa and Louisville, Ky. 

R. Parr, formerly assistant man- 
ea at Detroit, is manager of the Co- 
lumbus office, located at 22 East Gay 
Street, which services the southern tier 
of counties in Ohio, as well as Kenton 
and Campbell counties of Kentucky. 

William T. Eichorn, formerly in the 

3uffalo office, is manager of the Louis- 
ville branch, located at 307 South Sixth 
Street. This office services the state of 
Kentucky, except for Kenton and Camp- 
bell counties, as well as the southern 
section of Indiz ina. 

The addition of 
brings the O’Hanlon 
of 31 offices. 


offices 
total 


these two 
chain to a 


CORNETT SPEAKS IN BOSTON 
Official of Prudential’s S. & A. Dept. 


Foresees Rapid Increase in Premium 
Dollars Spent for Benefits 

William B. Cornett, director of sales 
and service of Prudential’s sickness and 
accident division was the guest speaker 
at a recent meeting of the Boston Ac- 
cident & Health Association. President, 
John Rudell, Massachusetts Casualty, 
presided at the meeting. 

Mr. Cornett has had much to do 
with Prudential’s preparations to en- 
ter the A. & H. field and he stated 
that sickness and accident insurance is 
to be known as the “third gear” in the 
program offsetting economic death. At- 
tractive plans are to be offered to the 
“blue shirt”) worker who, Mr, Cornett 
contended, will be receptive to them. 

This is “the dawn of a new day” said 
Mr. Cornett and the months to come 
will show a rapid increase in the pre- 
mium dollars expended for A. & 
benefits as well as more inclusive cov- 
erage and greater standardization of 
policy benefits. 

Many life companies have entered or 
are planning to enter the A. & H. field 
and in doing so the primary thought has 
been to provide better service to the 
public. With this approach and in charg- 
ing adequate premiums, said Mr. Cor- 
nett, it is inevitable that. the accident 
and health industry will prosper and 
grow in the immediate years to come. 


Donald Potter Awarded 
Bronze Star Medal 


Donald Potter, an adjuster in the New 
York claim division of Maryland Casu- 
alty since November 21, 1944, has been 
awarded the bronze star medal “for ex- 
emplary conduct in ground combat 
against the armed enemy during the 
Tunisia campaign (World War II) in the 
North African theater of operations.” 
Mr. Potter was assigned as master 
sergeant, 135th Infantry Regiment. The 
medal was conferred upon Mr. Potter 
by order of the Secretary of the Army. 
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F. J. Haran Talk 


age 30) 


(Continued from 


rate by 5%. We are aware of the in- 
creased cost of doing business and com- 
mon sense tells us that there is less 
cost involved in renewing business than 
in establishing records for a new policy- 
holder. In most instances it means the 
same return to the agent and enables 
the company to do a better job. 


Results of the Questionnaire 


Now, what did our survey show? 
Sixty-eight companies completed the 
questionnaire. Of these, seven were new 
companies in the field and eight had not 
entered as yet. Twenty-four companies 
indicated that they do not use any con- 
servation methods at all. Of the re- 
maining 29 companies the following are 
their conservation efforts: 

Ten require the personal contact of 
agents at time of delivery of policy. 

Four offer awards as special induce- 
ments to agents to have good per- 
sistency records. 

Ten study lapses and ask agents why 
insurance was not continued. 

Eleven feel that business written by 
their agents has better persistency than 
that written by brokers. 

Twenty-five pay commissions on a level 
basis and 17 feel that the commission 
basis has a bearing on persistency. 

Ten feel that the best method for 
improving persistency would be per- 
sonal delivery of renewals by agents. 

Four think that incentive renewal 
commissions to agents is the answer. 

One company allows an extra 5% on 
accident business when an account is 
maintained at a desired level. 

Two feel that forms requesting agents 
to state why policy was not renewed 
would help. 

Four think better training for agents 
and follow-up by management would 
help. 

One uses a standard collection system 
which is considered conservation effort. 

One has a referral system for handling 
cases when client moves from one area 
to another. 


What Conservation Studies Revealed 


Seven companies which returned the 
questionnaire had made conservation 
studies. These indicate the following: 

1. Health lapse ratio is almost double 
that of accident. 

2. The successful agent who does a 
good underwriting job at the beginning 
has better persistency. Long term sick- 
ness policies renew much better than 
short term. 

3. Business written on an annual basis 


stays in force best, and semi-annual 
cases have better persistency than quar- 
terly cases. 


4. If the original coverage adequately 

fits the needs and if it is kept “current” 
as respects improved policy coverage, 
and the amount of insurance is in keep- 
ing with the insured’s changing eco- 
nomic condition, there is greater likeli- 
hood of continuity of insurance. 
5. Constant rewriting of old policies 
brings improvement in premiums in 
force but results in higher administrative 
expense, 

6. High lapses are primarily due to 
lack of thorough initial selling and re- 
newal follow-up by agent. 

7. Monthly Premium  Business—If 
policy renews three times it thereafter 
has high persistency. 

Leading producers have excessive lap- 
Sation ratios. Family policies have bet- 
ter persistency. Payroll deduction busi- 
ness has higher lapse ratio than busi- 
ness individually billed, unless employer 
contributes. 

As we study these comments we find 
that basic ully most of them indicate that 
the servicing of the agent is the founda- 
tion for good persistency. This and the 
fact that good service requires good 
training and thorough understanding of 
coverage cannot be stressed too much. 


What Can Be Done? 


As to what can be done about con- 
servation the following tested proce- 
dures are worthy of consideration: 






1. Properly train the acci- 
dent and health selling. 

2. Teach him to sell adequate insur- 
ance, not to oversell, to collect premium 
with application, to sell on annual basis. 

3. Encourage personal delivery of 
policies with a clear explanation of cov- 
erage. 

4. Educate agent to render service so 
the client will immediately think of him 
in connection with his insurance needs. 
Clients who have been with an agent 
longest are usually his source of adver- 
tisement and a wonderful source of ex- 
tra earnings. 

5. Assist agents by 


agent in 


setting up a col- 


lections schedule 
6. Educate agent 
ness. Give him 


7. Supply _ stuffers 


to 
letters 
lowing up delinquent cases. Suggest per- 
sonal reselling on lapsed cases. 

to 


to 


for handling 
maintain 
use 


go 





renewals. 
busi- ; 
fot Martin P. 


sultant 


for Cornelius, 69, 


and director of 


Companies, Chicago, and 


With =") ile nant Ue onsierital 


Martin P. Cornelius Dies 


former presi- 
Casualty, 





newals, giving facts and figures regard- : P 
ing the incidence of accidents and ill- his home in Oak Park, IIL, 
ness. These are thought-provoking and a long illness. During the 
stimulate the insured to continue. years he spent much of his 
8. Keep him informed on develop- oxygen tent. 
ments in & H. field. 
9. Set up records which will enable 
you to determine the reasons why in- 10. If you are in the brokerage field, 
surance is not being renewed. Discuss compare brokerage results with 
these cases with vour fieldmen. If better, find out why. 
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An engineer spends many years working at his 


profession to gain the precision necessary to work 
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other rating territory, the costs of this 
accident are referred back and made a 
part of the losses of the territory in 
which the car is garaged. For example, 
assume that a resident of Nassau County 
is re sponsible for an accident in Buffalo. 
The loss is charged to the rating terri- 
rather than that 


tory of Nassau County 

of Buffalo. Thus each rating territory 
reflects only the losses of cars garaged 
within it. This process eliminates the 
distortion which might otherwise be 
caused if rating territory bore the im- 


pact of accidents occurring with it caused 
by cars garaged in other territories, If 
this process were not followed an acci- 


dent caused by a tourist, for example, 
visiting New York City would increase 
New York City losses by including an 


item over which no New York motorist 
had any control. 

“Once the pure premium data, both 
statewide and by territory and loss ratio 
information has been analyzed, it is then 
possible to determine the extent to 
which, if any, the territorial rate levels 
as well as the statewide rate level should 
be increased or decreased. 

“Since the ‘pure premium’ 
only monies available to -pay 
this figure must be added an additional 
sum of money sufficient to enable the 
companies to meet their expenses of 
doing business plus a proper factor to 
provide for unforeseen contingencies and 
a reasonable profit. 


Data Analyzed and Interpreted 
“The 


made is 


represents 
losses, to 


data which the rates are 


also in the 


upon 
possession of the 
Departmental 
personnel especially trained in rating 
matters analyze and interpret the data. 
When the Department is convinced that 
the proposed rates meet the statutory re- 
quirement that they be neither excessive, 


Insurance Department. 


inadequate or unfairly discriminatory, 
they are approved. 
“Currently in New York State approxi- 


passenger 


mately 46% of the 
premium dollar is 


automobile liability 
allocated for expense and pr — while 
in private passenger property damage 
liability insurance approximately 49% of 


private 


the premium dollar is allocat ed for the 
same items. In both lines of insurance 
the current profit factor is 244%. 
“We should all remember that we 
make our own automobile liability rates. 
As the loss experience of a territory in 
creases or decreases so do the rates 


charged motorists. Motorists interested 
in stabilizing their rates should exercise 
prudence in their driving as well as co- 
operate closely with their local law en- 
forcement agencies to reduce speeding 
reckless driving and other causes of 
traffic accidents. 


Compulsory Auto Liability Insurance 








“The question of whether automobile 
liability insurance should be compulsory 
for motorists has been debated in the 
United States since 1925. At the present 
time only one state, Ma ned el oat has 
a compulsory liability law. Other states 
have adopted laws of the ‘automobile 
safety responsibility’ or ‘automobile 
financial rpaponsaanty™ type. Critics of 
these laws emphasize that neither the 





financial responsibility nor the saf 


sponsibility law require a motorist to 
carry insurance prior to the occurrence 
of an accident. Stressing this point, they 
argue that the victim of an uninsured, 
financially irresponsible motorist gets 


little comfort from the fact that the 
who struck him down may have 
license suspended or be required to carry 
proof of financial responsibility in the 


one 
his 






future. For this reason these types of 
laws have been characterized in some 
quarters as ‘one bite’ statutes 

“In May, 1951, I pointed out in a 


speech in Syracuse what appeared to be 
the industry’s failure to come to gri 
with the problem of the uninsured 
motorist, In that speech entitled, ‘Which 
Road for the Uninsured Motorist,’ | 
endeavored to review the arguments for 
and against compulsory auto insurance. 
In addition, I discussed the arguments 


grips 


Bohlinger Reports on Auto Insurance 


(Continued from Page 27) 


which have been made for and against 
the change over of the liability insurance 
philosophy upon which automobile cov- 
erage is now based to that of workmen’s 
compensation. 

“An ‘Industry Committee on Motor 
Accident Problems’ was organized in the 
summer of 1951. The committee was rep- 
resentative of the automobile insurance 
industry. In August, a seven member 
sub-committee was appointed with the 
task of studying the problems resulting 
from increasing accidents and_ rising 
claim costs in the field of automobile 
liability insurance. Actually, as the subse- 
quent release of the committee’s report 
its assignment was to study com- 
automobile insurance. 


shows, 
pulsory 


Refers to Department’s Study of Problem 


“At the same 
members of the 


time, I requested staff 
Insurance Department 
to study the problem of the uninsured 
motorist. Their report entitled, ‘The 
Problem of the Uninsured Motorist’ was 
released under the date line of November 


15, 1951. Written by Deputy Superin- 
tendent George H. Kline and Special As- 
sistant Carl O. Pearson, the report was 


divided into four parts. The first entitled 
‘The Problem’ discussed the scope of the 
problem of the uninsured motorist and 
made an estimate of the monetary loss 
to the people of New York State caused 
by the lack of automobile liability in- 
surance. They estimated that total un- 
insured losses in New York State in 
1952 would approximate $14,500,000. 
“The second part of the report dis- 
cussed early legislation in the compulsory 


automobile insurance field both in con- 
nection with automobile liability insur- 
ance and with automobile insurance 


based upon a philosophy similar to that 
now used in workmen’s compensation. 
In the third part of their report the 
authors discussed at length what they 
termed ‘the voluntary way’ or the pos- 
sibility of obtaining the maximum pos- 
sible number of insured motorists with- 
out direct coercion. 


“In their conclusion to this section 
of the report the authors speculated as 
to the size of the so-called ‘irreducible’ 


minimum, or in other words, how many 
people will not buy automobile insurance 





Established 1923 











Tel.: Mitchell 2-0963-4-5 


Confer New Jersey 
with us Risks 
LIFE Bindi offi 
ading ¢e 
A One of New Jersey's Leading General Agencies Tel. REcter 2-7667 
en 744 BROAD STREET, NEWARK 2, N. J. 





no matter what persuasive measures, 
short of coercion, are used. 

“The fourth section of the report, 
entitled ‘The Compulsory Way’ con- 
sidered compulsory insurance legislation 
in Canada as well as that in the United 
States. The authors, after evaluating the 
arguments pro and con a workmen's 
compensation type compulsory law, 
reached the conclusion that the argu- 
ments against a change over from our 
present concept of liability insurance 
were stronger than the arguments in 
favor of the change to a liability without 
fault system, * * 

“The Hults Committee of the Legis- 
lature is continuing to study the question 


of what method or methods can best 
solve the problem of the uninsured 
motorist. It is the Department’s sincere 


hope and earnest recommendation that 
following such study by the Hults Com- 
mittee, some program be recommended 
to the Jegislature which will assure that 
the citizens of the state will not suffer, 
in the future, the financial losses which 
are now occasioned by uninsured vehicle 
drivers. 


Experience Rating for Private Passenger 
Cars 


“During the past 25 years casualty in- 
surance company representatives have 
devoted considerable time to the problem 
of devising a satisfactory rating plan 
which would enable them to collect lower 
rates from motorists who don’t have ac- 
cidents. ‘No claim’ discounts and bonus 
type plans have been used successfully 
in England and Sweden for many years 
but American underwriters have been 
unable to develop a practicable plan. 

“Companies in this country first ex- 
perimented with the idea in 1929 when 
the National Bureau of Casualty Under- 
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How do YOU start the day? 


In a happy frame of mind, we hope, knowing well 
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2) You have top quality Life and A & H policies, 
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You are building each day a clientele of satis- 
fied policyowners ... good centers of influence 


Your company maintains a fast, equitable claim 


Your company co-operates with you in main- 


If you are thinking about a happier situation, why 
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writers, rate making. organization for 
most casualty companies licensed in the 
state, proposed a plan which provided 
for 10% discount from the manual rates 
to motorists who had not been involved 
in an accident during the preceding 21 
months and had not been convicted of 
driving while intoxicated or leaving the 
scene of an accident. In addition, the 
plan required the motorist to have his 
car’s brakes and steering gear inspected 
semi-annually. This plan was abandoned 
in 1931 after the companies found that 
it lacked proper administrative safe- 
guards and that it was being used as 
a means to cut rates for practically all 
assureds. 

“In 1937 the idea was revived when 
members of the National Bureau put 
into effect in most states the ‘safe driver 
reward ig which permitted companies 
to return 15% of the initial premium if 
the assured failed to have an accident 
during the term of the policy. The filing 
of the plan in New York State caused 
a number of companies to file their own 
experience rating plans which they con- 
sidered sounder and more desirable. 

“Believing that much confusion would 
result if all the plans were put into 
effect, the then Superintendent of Insur- 
ance, Louis H. Pink, refused to accept 
any of the filings. Instead he suggested 
that an industry committee be appointed 
to devise a compromise plan acceptable 
to the various factions. In August, 1938, 
the committee proposed a preferred risk 
rating plan which classified drivers ac- 
cording to their accident record during 
the rating period. This plan provided 
that risks having no accident or one ac- 
cident involving property damage only 
would pay the manual rate while those 
having one accident involving bodily in- 
jury only or both bodily injury and 
property damage would pay the manual 
rate plus 10%. Drivers having had two or 
more accidents involving either bodily 
injury or property damage would pay 
the manual rate plus 15%. 


Plans Not Revived After World War II 

“The safe driver reward plan and the 
preferred risk rating plan remained in 
effect until war- time driving conditions 
caused the companies to adopt an emer- 
gency rating plan which provided for 
substantially lower rates to all drivers. 
The companies did not revive either 
plan at the end of the war _ because 
they believed that the abnormal driving 
conditions would continue for some time. 
“The failure of the companies to re- 
institute an experience rating plan has 
created much dissatisfaction among pri- 
vate passenger car owners, particularly 
among accident-free motorists who can’t 
understand why they should pay the 
same rates as their careless and irre- 
sponsible neighbors, This agitation for a 
rating system which would reward care- 
ful drivers has gained impetus as each 
succeeding rate revision has raised the 
cost of automobile bodily injury and 
property damage liability insurance in 
New York State. 

“In view of the ever-increasing de- 
mand for a rating plan which would 
lighten the financial burden on careful 
drivers, the Department believes that the 
time has come for the industry to re- 
evaluate its position with regard to ex- 
perience rating plans for private 
passenger automobiles. At present, the 
New York Insurance Department is con- 
ducting a study of the problem at the 
request of His Excellency, the Governor. 
When it is completed it will be made 
available to the members of your honor- 
able body.” 
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H. W. Nichols Talk 


(Continued from Page 27) 


yoted his address, which was. titled 
“Forever Independent,” to a considera- 
tion of what insurance people as indi- 
viduals can do about the preservation 
of American enterprise. He urged that 
“all of us should do all we can to under- 
stand the history and philosophy of 
democratic government and then do the 
very best we can to explain it to those 
who may not have the same opportunity 
or the same capacity for appreciation. 
We hope, however, to inspire 
others to an appreciation of our great 
traditions unless we ourselves sincerely 
study them, understand them and work 
for them.” 

The coming national election is a most 
one; 75 million people, at 
least, vote. All of us can do 
something this summer to help to get 
this fall, Mr. Nichols 


cannot 


important 
should 


out a fine vote 


insisted. 

Encourage Interest in Government 

The suggested: “In 
all our the local level 
best opportunity to build 
opinion and to encourage 
interest and participation in Govern- 
ment. Insurance men have facilities in 
their respective communities for awak- 
ening individuals to an understanding 
of the importance of keeping American 
business unhampered by inefficient and 
costly bureaucratic control.” 

Mr. Nichols then focused attention 
on three problems: (1) the political im- 
pact of the present international situ- 
ation requires all thinking people to be 
alert to its dz INGeTS ; (2) vigilant atten- 
tion should be given to inflation, the 
nation’s chief economic problem, which 
he described as “a wrecker of families, 
of businesses and even of nations,” and 
(3) American people should insist upon 
quality in government—capable men and 
women who will put high principles 
above political expediency. In this con- 
nection he remarked: “Too few people 
are aware of the dangers to the future 
of the United States in the trickery 
and underhanded dealings involved in 
unscrupulous politics.” 


speaker further 
communities on 
we have the 
good public 


Inspire Others to Action 


In closing Mr. Nichols declared that 
most businessmen could do more than 
they are now doing to lead this country 
along the right road. “National progress 
will stop in the U. S. A. if individual 
interest and initiative stop,” he said. 
“There are good public representatives, 
some patriotic editors and a few fearless 
educators and incslaicananie who under- 
stand our danger and have been work- 
ing hard in defense of our ideals. Where 
you find them—encourage them. Encour- 
age good civic movements in your re- 
spective communities. Support good rep- 
resentatives and forever guard the press 
of this nation. Patriotism without action 





creates a vacuum that will be filled by 
someone who may be the criminal, the 
crooked politician, or the communist. 
“Let us face the future with the hardy 
American spirit of those sound indi- 


§ vidualists who pioneered the great in- 


surance companies of this country. Let 
us face it with an underst anding that 


} ur constitution is geared to carry our 


| People hundreds of calendar miles down 


” 


Freedom Highw ay 


KEITH CRUMP’S NEW POST 


Keith Crump has joined the Lansing 


§(Mich.) Insurance agency as safety en- 


® gineer for Aetna Casu: ilty & Surety. The 
}*sency plans an extensive loss preven- 









='ng course in Detroit. 


tion program. Mr. Crump, State Teach- 


ers College graduate and graduate of 


General Motors Technical Institute, will 
Service Aetna clients specializing in com- 
Pensation, fleet and public liability lines. 
He recently completed a special train- 


COHEN BEFORE SURETY MEN 





Says Stipulation for Bonds on Construc- 
tion Contracts Is Not Accident But 
Is Mandated by Laws 

The stipulation for surety bonds for 
New York State construction projects 
is not an “accidental insertion” in con- 
struction contracts, since both the high- 
way law and the finance law expressly 
mandate bonds for faithful perform- 
ance by the contractor and also for la- 
bor and materials, declared Henry A. 


Cohen, director of the Bureau of Con- 
tracts and Accounts, New York State 
Department of Public Works. 
Addressing a capacity audience of 
over 80 members of the Surety Under- 
writers Association of the City of New 
York recently, Mr. Cohen outlined 
some aspects of liability insurance and 
suretyship in New York State construc- 
tion contracts. The filing with the de- 
partment of a bond for faithful per- 
formance, he said, is a step that fol- 
lows the determination by the Superin- 
tendent of Public Works that the ex- 





perience record of a contractor together 
with his statements of equipment inven- 
tory and financial status, qualify the 
contractor for an award. 

“Certainly,” he added, “the bonding 
company also has a reasonable evailua- 
tion of the contractor and of his obliga- 
tions when the bond is written. Thus, 
the state engages in a venture which is 
vulnerable to the uncertainties of busi- 
ness, but the bond eliminates the risk 
by the state and provides a reasonable 
precaution for the contract require- 
ments.” 











ACCENT ON RESOURCEFULNESS 


To F&D’s 


bonding risk is a challenge—to find a way 


to make it acceptable. As a result of their 
specialization in fidelity and surety bond- 
ing, they often can help an agent or broker 


earn commissions which ordinarily would 


pass him by. 


With such practical help at their com- 


mand, F«D representatives find it possible 


Baltimore 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 


resourceful field men, an unusual 





position. 


is equipped to help you increase your 


2000 YEARS of experimenting failed to 
produce a device which could plot a ship’s 
position without elaborate and tedious 


calculations. But a resourceful inventor has recently 


to solicit all types of fidelity and surety 
bonds with confidence, thereby materially 
increasing their business-building oppor- 


tunities and improving their competitive 
For more information on how the FaD 


income via the bonding route, consult our 


nearest field office. 


FIDELITY AND SURETY BONDS, 
fa j BURGLARY, ROBBERY, FORGERY 
fe ' AND GLASS INSURANCE 


Fipevity anp , Deposit COMPANY 
| Maryland 







perfected the Zerbee Celestial Fix Finder in his spare time. 
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Travelers Agency Training 


(Continued from Page 5) 
bulletin board is painted a soft green 
to eliminate eye strain); film strips; 


motion pictures; the properties for sev- 
eral skits used in training; a visual cast 
(a machine which enables the instructor 
to reproduce material on the board with- 
out darkening the room), and recording 
and play-back devices to help improve 


the quality of the voices of the future 
insiructors and for diction study; col- 
ored flash cards in assorted sizes and 


special charts highlighting important 
features of each sales program. 

When a new sales track is introduced 
to students it is in a giant size presenta- 
tion, a large scale reproduction of the 
agent’s track. The supermodel is visible 
throughout the room and is used to put 
the prospective “trainer” or agent in the 
place of the future prospect. 


Since the turnover charts or “flip 
sheets” carry the bulk of the presenta- 
tion with the blanketboards and other 


supplementing the central 
technique of ‘using the 
that presentation 


impediments 
theme, a new 
charts was devised s« 


throughout the country would be stan- 
dardized. 

The technique is one of the “secrets” 
of success of the operation of the pro- 
gram. The staff is high on the use of 
the charts since they not only provide 
the class with a quick, easy visual im- 
pression but, through the use of blank 
or cue-marked sheets, afford the ideal 
outline for the instructor. 

Special Visual Library 

\ special visual library was con- 
structed in the rear of the stage with 
racks designed specifically to hold the 
charts, located in a way to. provide 


smooth replacements during a presenta- 


tion. Over bod different visuals are 
housed in > library. 

The Posty training, sales research and 
promotion division is decorated in dis- 
tinctive fashion with dozens of action 
shots of the classes adorning the walls 

he whole philosophy of the division 
hits the visitor squarely between the 


eyes as he 
thirteenth 
in Hartford. It is 
mense sign which says: 
"Em, Show ’Em.” 


Assistants of H. Curtis Reed 
Assisting H 


steps off the elev: — - the 
floor of the Tower Building 
contained in an im- 
“Don’t Just Tell 


Curtis Reed in the train- 
ing, sales research and promotion divi- 
sion are J. E. McNeal, Robert B. Saf- 
Hartsig and Milton Jones, 
superintendents, and Russell 

Dexter and Robert W. Forcier. 
‘Sales research is under the direction 
of J. D. Smith, assistant superintendent ; 
med key men in promotion are Albert 
M. Nelson and Paul K. Browne, as- 
sistant superintendents, and James L. 
Howard, Jr. 


ford Reid 
assist int 


Mich. Commissioner 


Injured in Accident 
Joseph A. Navarre of 
1e Michigan Insurance Department was 
injured his Mrs. 
Navarre, 70, was killed in a traffic acci- 
dent June 28 in Jackson, Mich. The 
Commissioner’s car broadside 


Commissioner 


and mother, Frances 


was _ hit 
by another car speeding across an inter- 
Mrs. Navarre was rushed to a 
but died of a skull fracture 


section. 
hospital, 
en route. 

Commissioner Navarre suffered serious 


bruises and shock from the impact, and 


a deep arm laceration but appeared to be 
atten- 
unhurt 


rapidly after hospital 


recovering 
tion. Two of his children were 
the car. 
Mrs. Navarre 
John’s church, Monroe, 
there. Monroe was 
the Navarre family home for many 
years although Mrs. Navarre had been 
living in Jackson recently. 


although one was thrown from 


Funeral services for 
were held in St. 


Mich., with burial 


Travelers Group Sales Division 


The Group sales division of the Life, 
Accident and Group Agency Department 
of the Travelers is responsible for the 
operation, 

William N. Seery, 
superintendent of agencies, and the staff 
comprises Carl S. Ayres, Lowell F. 
Brown, Aeon Krapels and Robert 
F. Sears, superintendent of Group sales 
and Cyril Cass, supervisor of Group sales 
promotion. 


Group sales 
It is headed by 


The Group sales promotion section, 
headed by Mr, Cass includes William H. 
Behrens, Jr., David A. Cooper, George 
E. Doyle, David C. Sargent and Tom 


Hammond. 

The Group sales operation is echeloned 
down to the individual branch office 
through Regional Group supervisors re- 
sponsible for the Group sales operations 
of several branch offices; District Group 
supervisors, down to Group supervisors 
in the individual branches. The thorough- 
ness of the Agency Department’s over-all 
training program is evident again in the 
detailed planning which goes into the 
preparation of a Group salesman. 


Visual Style Groups Training Program 


Using the training facilities of the 
Training, Sales Research and Promotion 
division of the Life, Accident and Group 
Agency Department, the Group sales 
division offers a training program in the 
visual style common to the other training 
programs within the Agency Depart- 
ment. 

New members of the 
tained from two principal sources: From 
the Field Service Division of the ( Group 
underwriting department and from re- 
cruiting of young men without any pre- 
vious insurance experience although 
usually with a sales background. 

In the latter case, the new man first 
undergoes field training under a Regional 
or District Group Supervisor for several 


division are ob- 


months. He is then called to the home 
office for an intensive four weeks’ course 
at the Group Sales School. 

The first week of the course is devoted 
to a review of fundamentals. The next 
three are concerned with competitive 
problems and the gamut of sales opera- 
tions. At the beginning of the second 
week of the course, the class is aug- 
mented by men who have come over 
from the Group Field Service Division. 

Since these men have already attended 
the Field Service School in the home 
office and have been engaged in servicing 
Group accounts they are not required to 
attend the school during the week de- 
voted to fundamentals. They came into 
the Group Sales School after undergoing 
an accelerated field training course under 
the direction of a regional or district 
Group supervisor. 

Like its counterpart the promotion sec- 
tion of the Training, Sales Research and 
Promotion Division, the Group Sales 
Promotion Section headed by Mr, Cass 
assists field men directly in selling prob- 
lems, keeps the field informed as_ to 
trends, and provides procedural guidance. 

Trains for Future Group Supervision 

The Promotion Section also serves as 
a training ground for future Group su- 
pervisors. 

“With the background of the training 
in the field and the intensive study in 
the school, the Travelers Group Sales- 
man like his selling counterparts in the 
other Life and Accident lines is the 
finished product of theory and practical 
application,” the company says. 





NEW SAN ANTONIO AGENCY 


M. Abbe Strunk, formerly a partner 





and general manager of the _ Biard- 
Strunk Agency at San Antonio, Tex., 
has formed a new risk agency, Strunk 


The firm will occupy a suite 
in the Security Building. 
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Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


EABOARD SURETY COMPAN 
75 MAIDEN LANE, NEW YORK 


Whitehall 3-7440 

















W. Ellery Allyn Opposed to 
Stockholders Equity Principle 


The following letter has been received 
from Insurance Commissioner W. Ellery 
Allyn of Connecticut who sets the record 
straight on principal reason for his opposi- 
tion to the NAIC subcommuttee’s report on 
the profit factor in casualty rate making. 

To the Editor: 

I was interested in reading the report 


of the casualty profit factor argument 
in your issue of July 4, 1952. Your re- 
porter notes: 

“In adopting the report of the casu- 
alty and surety committee, the NAIC 


decided to include as part of it the re- 
cent statement by Connecticut Commis- 
sioner 7. Ellery Allyn which gave 
strong support to the National Bureau's 


position that a 5% profit and contin- 
gency factor is reasonable and not ex- 
cessive.” 


failed to note that the 
principal theme of my memorandum to 
Chairman Crichton of NAIC’s casualty- 
surety committee, was opposition to the 
introduction into the formula of the 
radical principle of stockholders equity 


He completely 


being involved in the rate making for- 
mula, 

To my mind, this is a far more serious 
nature than the simple question of 
whether the profit factor should be 
3Y% or 5%, or VYA% or 10% My only 
reference to the percentage was_ the 
following statement: 

“From this point of view, it appears 


reasonable to contend that casualty in- 


surance is entitled to at least the same 
5% of premium opportunity for profit 
and contingencies.” 


would make it clear, and 
memorandum would 
make it clear to anyone, that what I was 
attacking was the cock-eved economic 
principle that rating supervisory officials 
should enter into the field of proper re- 
turn of invested capital regardless of 
the amount of insurance business done 


I wish you 
a reading of the 


Sincerely yours, 
W. ELLERY ALLYN, 
Commissioner of Insurance. 


UNINTENTIONAL VIOLATION 
Continental Conuaiay Satisfies Sup’ 
Jordan of D. C. That Countersigning 

Rules Will Be Observed in Future 


Washington, D. C., July 7—The Con- 
tinental Casualty Co., Chicago, has been 
found guilty by District of Columbia's 
Insurance Superintendent Albert J : 


Jordan of unintentionally violating D. « 
C. insurance regulations, and was fins 
$200 on each of three counts. 

The company issued to a truck rental 
firm a public lability and property dam- 
age policy without having it properly 
countersigned, contrary to pertinent rate 
filings in effect for the company in D. 0 
C., and containing a_ provision which 
had not been filed for approval by the 
Insurance Department. 

The company did not contest the alle- 
gations but said the violations were not 
deliberate. 

Superintendent Jordan said it was clear 
that there was no intent to violate the 
law, He cited the fact that when Con- 
tinental’s officers learned of the situa & 
tion, they took immediate steps to ne 
the policy into line with the regulations ¥ 

Superintendent Jordan had the powerj 
to inflict much larger fines and even ti 
revoke or suspend the company’s license 
to operate in the District. 














Opens Two New Branches 


‘ 


Retail Credit Co. opened two nes 
branch offices on July 1, respectivel @ 
at Augusta, Ga, and San Jose, Cal 
giving it a total of 165 branches. 


D. W. Wagner, formerly assistant} 
manager in Richmond, heads the Av® 
gusta office which supervises 25 countit 
in eastern Georgia and eight count 
in southwestern South Carolina. H. 
Fitzgerald is manager at San Jose ‘. 
serving as Retail’s manager in Mexic 
City. His office will supervise fot! 
counties. 
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1 
FIRST to provide Scheduled 
Air Passenger and Blanket 
Airliner coverage on world. 


wide basis. 
2 


FIRST to provide Aviation & 
Travel D&D accident benefits 
for individuals .. . now up to 


$500,000. 
3 


FIRST to provide “Jumbo” 
Maximum D&D _ Indemnity 
for all accidents . . . new high 
limits up to $200,000. 


4 
FIRST to provide nation-wide 
Polio insurance for individu- 
als, families and groups .. . 
5 million covered. 


5 
FIRST to provide both Short- 
Term “Trip” policies and 
Year ’Round “Travelmaster” 
coverage up to $50,000. 


6 
FIRST to provide Athletic 
Team, All-Sports and Camp 
Insurance on single premium 
“no name” basis. 


7 
FIRST to provide firms with 
Blanket Accident Protection of 
All Personnel when traveling 


on business. 
8 


FIRST to provide Catastrophe 
“Medical Master” reimburse- 
ment coverage for all qualified 
risks. 








CONTINENTAL CASUALTY COMPANY 


Unusual Continental “FIRSTS” 


This We Pledye 


Accident & Sickness Insurance, like all 
industry, faces a momentous period. Prac- 
tices and forms are constantly. being “re- 
tooled” to provide broader, more efficient 
coverages . . . more effective cooperation 
between producer, buyer and company. 


Continental Casualty . . . the only “De- 
partment Store” of Accident-Health-Hospi- 
talization offering a complete line of wares 
. - + has both the facilities and the proved 
ability to devise any form of ordinary and 
extraordinary coverage you may desire. 


To agents and brokers .. . and to their 
clients . . . we pledge a continuation of 
the same progressive, flexible thinking that 
has made Continental one of the nation’s 
largest, most successful multiple line insur- 
ance institutions . . . America’s No. 1 
Accident and Sickness Insurance Company. 


Remember: 
If it’s A&H, Continental Writes It! 


BROKERS—See your General Agent, or 


Associated with Continental Assurance Company—Transportation Insurance Company 


AMERICA’S No. 1 
ACCIDENT & SICKNESS 
INSURANCE COMPANY 


EH stint ts tan ete 
nrt PEePRe ey en ee | 


76 William Street 


Continental Companies Building e Chicago 


All forms of Accident and Health, Life, Casualty, Surety Bonds 
and Inland Marine Coverages 


EASTERN AND METROPOLITAN DEPARTMENTS 
New York 5, N. Y. 











WhHitehall 3-8500 

















An early iron forge 























iis the mines of Ringwood in northern New Jersey 
came iron for every American war from the Revolution 
through the first World War, and some of the country’s 
ablest ironmasters made Ringwood Manor their home. The 
detailed history of the mines begins in 1764 with the 
colorful Peter Hasenclever who reputedly employed serv- 
ants to carry his wife’s train and a band to serenade him 
while he dined. Under his management Ringwood became 
an important part of the first large-scale development of 
the iron industry in this country. 

Robert Erskine, a later ironmaster, organized a com- 
pany of militia to protect the iron works when the Revo- 
lution started and supplied the continental army with 
iron in various forms. His most outstanding contribution 
to the cause was his work as official mapmaker to the 
army for which post he was recommended by Washington. 
Associated with Ringwood during Erskine’s incumbency 
were several devices with which attempts were made to 
prevent the British from coming up the Hudson. [ron 


Laying the West Point chain 
across the Hudson River 


for the first chain used to obstruct that waterway ¢ame 
from Ringwood, and it is believed that some of the iron 
for the West Point chain, the only successful obstruction, 
was a product of the Ringwood mines. 

Ringwood’s most celebrated proprietor was Peter 
Cooper who bought the property in 1853, the year The 
Home was founded. A man of many talents, he built 
the famous locomotive Tom Thumb, promoted the first 
transatlantic cable with Cyrus W. Field, and was a 
Greenback candidate for President. His partner and son- 
in-law, Abram S. Hewitt, last of Ringwood’s ironmasters, 
served several terms in Congress and was mayor of 
New York. 

The manor house was built by ironmaster Martin 
Ryerson after an earlier dwelling was destroyed, probably 
by fire, in 1807. Now owned by the State of New Jersey, 
it is open to the public as a museum and contains many 
items of interest formerly owned by the celebrated Cooper 
and Hewitt families. 


* THE HOME* 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 


(Snsurence Company 


Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE ° 


AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1952, The Home Insurance Company 














